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Shoes Versus Everything 


By Albert W. Frey 


Assistant Professor of Marketing, Amos Tuck School 
of Administration and Finance, Dartmouth College 


HE rule book has always said 
that the manufacturer of a 
new product should devote the 
greater part of his initial advertis- 
ing copy to pioneering effort. That is, 
the public must be educated to the 
uses of a new product and shown 
how it will fill their needs. Not until 
they have been so enlightened and 
fully convinced will they be inter- 
ested in whether the merchandise is 
manufactured by A or B. A and 
B, having conducted an adequate 
pioneering campaign, will then pro- 
ceed to tell the public the interesting 
and superior points about the brand 
that each manufactures, hoping to 
influence the customer at the time of 
purchase. In the past, the keenest 
competition existed within each in- 
dustry, each manufacturer or vendor 
striving for supremacy. 
Many merchants still 
this form of competition 
the only one in which 
they have to engage. To 
be sure, it is as keen as 
ever, but in addition there 
has arisen a new form of 
competition which has in- 
tensified the struggle— 
the competition between 
industries or trades. 
Before Mr. Consumer 


consider 


the limits of his pocketbook. Shall 
he buy a radio set? Shall he buy a 
Kiddie Kar for the youngster? Shall 
he buy a new hat? Shall he buy 
shoes for himself or his wife? Al! 
these questions must receive consid- 
eration before he decides the manner 
in which he will spend his money. 
Having decided upon a refrigerator 
or a radio or shoes or what not, he 
will then, and not until then, decide 
what refrigerator, what make of 
radio set or what brand of shoes he 
will purchase. 

The great and increasing amount 
of cooperative or association adver- 
tising in the last few years is suffi- 
cient evidence of this new form of 
competition in selling goods. The 
groups conducting this cooperative 
effort have been on the alert to see 
new conditions and to attack them 
properly. 


























decides that he will buy 
Blank’s shoes, he consid- 





The shoe industry has recently 
seen the light and is taking steps 
to insure that the consumer will give 
as much consideration to footwear 
as to any other type of merchandise 
when he is planning his budget. 
Just how successful this attempt will 
be remains to be seen. Surely there 
is need for a real job here. 

Retailers obviously will benefit 
from a well executed national cam- 
paign to increase the sale of shoes. 
But retailers can get greater benefit 
from such a campaign if they will 
put forth a little effort on their own 
part. In fact, the merchants in any 
town or city can undoubtedly do a 
really effective piece of work by 
themselves, regardless of this na- 
tional campaign. 

As has been mentioned, if one 
were to judge by the retail shoe 
advertising that is seen in the daily 

newspapers, one would 
decide that 99 per cent of 
the shoe dealers are siz- 
ing up their competition 
as existing only with 
other shoe dealers. “When 
you buy shoes, get them 
at my store because I 
have this style or this 
price,” is the substance 
of most shoe advertising. 





There is relatively little 
attempt made to induce 








people to buy shoes rather 





ers a varied list of arti- 
cles or merchandise that 
he needs, or thinks he 
needs, all of which he 
cannot purchase, due to 


In the men’s shoe field, argues the author, it is no longer a case 
of one shoe against another, but of men’s shoes in general against 
a host of other commodities—ranging all the way from candy 


to Cadillacs 


than talking machines or 
automobile accessories. In 
other words, shoe stores 
have not been fighting 
[CONTINUED ON PAGE 78] 
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Straps Will Grow Broader 


Fall Types Should Vary from Present Styles 
to Encourage Change by Public; 


Switch in Colors Important 


REAL merchandising idea has 

A been presented the trade for 

its Fall footwear. It comes 

from John J. Holden, chairman of 

the general styles committee of the 

National Shoe Retailers’ Association. 
He says: 

“Footwear for the Fall and Winter 
season should be distinctly different 
from that offered for the spring and 
summer season. 

“The most important note in our 
recommendations and forecast for 
the next period, therefore, should 
be: Footwear of oxford height which 
includes oxfords, eyelet ties, front 
gore effects with novelty front de- 
signs. 

“Straps should broaden as the sea- 
son progresses and all 
pumps should be what is 
known as the ‘closed up’ 


<x: 





It being good wisdom to make Fall 
and Winter shoes different in appear- 
ance from Spring and Summer types 
of footwear, we present a suggestion 
of how straps should broaden as the 


season progresses. 


The December type of shoe is one 
recently imported from Paris in a 
brown suéde vamp, having a simulated 
lizard, broad strap across the instep, 


with heel to match. 


type. This, of course, is in direct 
contrast to a large percentage of the 
models that are now being worn. 

“Materials: Leather in weights 
slightly heavier than those used 
during spring and summer will most 
undoubtedly be used. 

“Calfskin should come into more 
popular demand. Kidskin will con- 
tinue, as always, in demand in high 
style footwear and the _ so-called 
comfort types. Suéde finished leather 
will undoubted!y be used more ex- 
tensively than for several seasons 
past. 

“Genuine lizard, snake and _alli- 
gator have come into more general 
use during the last few seasons and 
no doubt will continue in popular 
favor for some time.” 

The strap pattern, being by far 
the most outstanding pattern in 
feminine footwear, lends itself to a 
number of treatments. If “straps 
should broaden as the season pro- 
gresses,” then there is-a possibility 
of developing a half-inch strap for 
September, a_ three-quarter inch 
strap for October, an inch strap 
for November, and an inch and one- 

half strap for De- 
cember. 

It is natural to ex- 
pect heavier strapping 


as the season progresses if the trade 
is of the opinion that Fall and Win. 
ter types of shoes should be different 
than those for Spring and Summer. 

Already there is a great interest 
in harness buckles for adjustment, 
The lace tie strap fastening in the 
center continues good, one New 
York shop furnishing both a lace for 
the tie as well as a light harness 
belt and buckle. 


add further to a distinct 
change in the style trend this 
Fall, color is most important. In Mr, 
Holden’s opinion, backed up by the 
opinions of other members of the 
styles committee, there must be a 
distinct switch in color. The brown 
family, rather than the beige and tan 
family that has been the basis of 
shoe color theme this Spring, must 
be employed in Fall and Winter foot- 
wear to provide a distinct color 
change. All shades of brown will be 
used, grading from light to dark, but 
definitely brown and not tan or 
beige. The lighter browns will pre- 
vail earlier in the season and the 
shades will darken as we go more 
into the late Fall and Winter. 
The tendency to close up shoes for 
fall also will lead to a demand for 
oxfords, not the old staple oxford of 
pre-style days, but the patterned ox- 
ford. Such an oxford will be almost 
an evolution of the broad strap. 
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Gunmetal—And Shadow Hose 


A New Off Shade of Black to Give Smart 
Effect to Simple Patterns 


LREADY materials for fall are 
A cenine their possibility for 
profit. In New York, gun- 
metal as a finish on kid, calf and 
patent leather is appearing. The de- 
velopment of this dull luster in 
leather is largely due to the interest 
in shadow hosiery. Sheer hosiery of 
black silk threads, widely spaced, has 
developed a popularity surprising to 
the New York hosiery trade. 

With the dark costumes, particu- 
larly tailored suits, in navy and black 
colors, the nude hose seems to have 
dropped out of the picture. In its 
place has come the shadow hose, 
which, when worn, doesn’t look black, 
yet isn’t actually gray, and is best 
defined by the term “shadow.” 

The wearing of black patent 
leather and black satin, in pumps, 
D’Orsays and one-straps, fell right 
in line with the movement toward 
having the entire costume in har- 
mony of co!or. 

The latest smart development in 
footwear is the gunmetal tones that 
have a dull luster. One material in 
black is now the smart thing if 
trimmed with another material in 
the black family. For example, a 
patent leather one-strap having a 
quarter inch gunmetal collar and 
binding is the smartest streamline 
effect. The same binding of gun- 
metal over an all suéde is most ap- 
propriate. 


HE c'ever tanner has helped shoe 
style more than any other factor 

in the industry, for things now can 
be done to leather in the way of tint- 
ing and printing that would have 
been thought impossible a year ago. 
Some of the new leathers for fall 
have a satin finish, so cleverly ap- 
plied that a swatch held five feet 
away from the eye defies detection. 
The new idea in the black leathers 
is to endeavor to get a lack-luster 
effect—a softening down from the 
high lights thrown by patent. In- 
stead of the glint of a black dia- 
mond, the idea is to catch the soft 
tones of a black pearl. These fac- 
tors produced by tanning improve- 
ment have made it possible to give 
greater style to black than ever be- 
fore. Tanners have finally evolved 
a non-smut suéde and a recent dem- 


onstration was unique. A _ girl 
dressed in white took the black suéde 
skin, crumpled it up in her hand, 
and rubbed it on her sleeve vigor- 
ously. No stain or smutch resulted. 
This certainly can be recorded as a 
great achievement in tanning. 

Leading into the fall season, the 
autumnal brown shades are being 
used as trimmings on black shoes. 
Black and brown may look unusual 
after a season of composé effects 
and may mean the beginning of con- 
trasts in leathers. If the brown is 
used with restraint, as a simple 
strap or a collar, then it punctuates 
the black and permits the wearing of 
the nude shades of hose that are in 
the tan family. If a coat of tan is 
fashionable, then look for tans in 
footwear, darker in shade than 
parchment. 


E information above given on 
blacks and browns is in the na- 
ture of far in advance experimenta- 
tion by high style operators who 
want to get an idea of what will be 
salable next fall. The current inter- 
est in New York City is greatly in 
the direction of colors. The pastel 
parchments in the shades of tan are 
selling well. 

The prominent highlight of the 
moment is the use of red as a color 
in smart sports footwear. The red 
interest probably developed from the 
Spanish influence. There are a 
number of Spanish settings, and the 
fact that Spanish shawls are all the 
rage for evening wear makes possi- 
ble red snakeskin, red kidskin and 
red alligator. In smart sport cos- 
tumes, particularly in printed silks, 
in which red predominates, the em- 
phasis upon red in the footwear is 
to be noted. Quite a number of 
patent leather shoes have red heels 
and red trimmings thereon. This 
may be a local style movement, but 
one thing is positive, that the high 
colors of red, green and blue have a 
place in the very fancy high style 
shoes for mid-summer selling. 





With shadow hose the gunmetal 

finishes of leather appear—and the 

smart thing is trimming in lighter 
tones of gray-black 
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Another outstanding feature of 
the season is the interest in snake- 
skins. The genuine reptilian skins 
are mostly in the all-over pattern in 
pumps and one-straps, with the 
actual scales on the skins. The color- 
ing effects obtainable on the natural 
skins covers a wide range, but the 
real beautiful effects are obtained 
on snake printed calfskin tinted in 
colors, and having a pearl finish 
luster applied to the finished surface. 


HESE smart shoes are for after- 

noon wear and are to be found in 
most every high style stock in New 
York City. Shoes must be smart, 
not only in line and design but in 
materials. The water-snake, python, 
cobra, and all of the snakes of India 
and Java, are being matched with 
hat bands, belts and envelope purses. 
This snake leather movement is not 
a flash in the pan, but seems to be 
a very substantial development, 
many stores featuring them as ad- 
vance numbers for June and July 
selling, hoping to follow up with 
whites. 
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Getting More Shoes Sold Right 


If This Is Rebellion 


HEN women say, “I would like to have a 

new pair of shoes but to save the life of me I 
can’t make up my mind what to buy”; also “One 
store tells you one thing and another tells you 
something else,” or “I don’t want to go out on 
the street looking like a flapper,” or “I can’t afford 
to buy all the colors in clothes. I make one dress 
go a long ways. My shoes have to be suited to my 
wardrobe,” and so on, ad infinitum. What is the 
answer? 

Women are at the point of rebellion against the 
style situation. They are bewildered. They are 
waiting to see what is going to happen. They are 
making their old shoes do for a while longer. 
Witness the greater prosperity of the shoe repair 
shops and cobblers. More shoes are being repaired 
than ever before. 

Up rises the advocate of “style” and challenges 
all the above. He uses that oft-repeated assertion: 
“If it were not for style there would be no life in 
the shoe business.” All right, brother. We have 
more style in shoes than we ever dreamed of before 
and still there is a slack condition. 

Right now the show windows are loaded with 
the most beautiful, most colorful array of stylish 
shoes. Really some of the windows look good 
enough to eat. And still the women hesitate. And 
still the colors go begging and blacks hold the fort. 

Why? Ask yourself. Seek the reason. Look 
back and remember. Consult your records if you 
have any. See how the pendulum swings back, in- 
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evitably. From one extreme to another it has al- 
ways swung and always will. 

When it reaches the end of its swing it will go 
back to well designed, graceful, handsome, genteel, 
“ladylike shoes.” Jazz is doomed. Too much of a 
good thing has sickened the people. 

Get rid of your accumulations of crazy styles and 
do it just as quickly as you can. The first good 
weather will help you to unload. Go right to it. 
And for your fall buying consider carefully the 
history of business. 


Appropriate Time 
and Place 


HE American man public is more and more 

resisting the autocracy of straw hat day. 
Weather helped him a lot this year. Also, the 
American man had his fingers crossed, because 
May 15 came on Sunday and he couldn’t obey the 
impulse that advertising created. 

The sensible thing is to wear straw hats and 
summerweight shoes, and particularly summer tan 
shoes when and where they fit into summerish 
weather. There will be days in mid-August when 
a felt hat, an overcoat, heavy and water-proof 
shoes will be more to the point than straw hats, 
summerweights and Palm Beach clothes. 

The man customer is the logical individual after 
all, and we give credit to his intelligence in the 
common sense purchase of summerweight and 
summer colored shoes, when and where the weather 
favors such footwear. It seems very logical to ex- 
pect a gradual progress and acceptance of lighter 
weight footwear and apparel to fit a very definite 
need of the American man for the right clothes at 
the right time. Sell him with this common sense 
method and your appeal to his reason will be to 
your profit and prestige. 


Tricks of the Trade 


HEN a retail merchant puts in full-length 

mirrors in his shoe store he doesn’t do it 
particularly to please the vanity of his customer, 
but for a very good business reason. The little 
short mirror focused the eye on the shoe and 
every wrinkle it threw in the bending and strain- 
ing of the leather by the customer was visible. 

On the other hand, the full-length mirror be- 
came an artful aid to speed in selling. The woman 
or man, for that matter, took two full-length 
glances to one at the shoe, and the result was a 
well-pleased sale. It is little things like this that 
help get more shoes sold quickly. 

When the retail shoe salesman endeavors to keep 
the pastel colored shoes out of the hands of the pub- 
lic while the sale is being made, he uses one of the 
helpful tricks of trade. Light colored shoes al- 
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ways look best at a distance between the eye and 
the shoe on the foot. To be able to walk to the 
sunlight and see the match of the shoe and the 
hose is another benefit, because light colored shoes 
pought in a dark store look different to the cus- 
tomer when the shoes are ready for the wearing 
outdoors. 

With shoes as perishable as they are, the mer- 
chant can well give a bonus to the retail store 
salesman who has the fewest returns and ex- 
changes. Light colored shoes do not improve by 
handling, particularly when the customer wants 
to find reason for returning. Therefore, it is well 
to reward extra the salesman with fewest returns, 
because he has used his wits in intelligent sales- 
manship of a perishable article. 


What Makes “Big Men?” 


S it “luck” that makes some men successful and 

others failures? Is it a “gift’’ or some special 
mental equipment that gives certain men advan- 
tage in business? We think not. We know some 
hundreds of men who started out in life with the 
most brilliant futures, equipped with mental facul- 
ties far beyond the average. And yet they made 
failures of the most disastrous kind. On the 
other hand, we have known of many successful 
men who entered busi- 
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from some one else every day. He is a great lis- 
tener. When he meets some one who has some- 
thing to say he gets it all. He is willing to try 
new ideas. He is on the lookout for new things all 
the time. Most important of all he is big enough 
to acknowledge that he is wrong once in a while. 
That is about the hardest task for a lot of men. 
It takes a big, broad-minded man to admit that he 
does not know it all. 

One of the most successful shoe men in the 
United States is one of the easiest to approach. 
He never denies an audience to anyone with some- 
thing new to offer him. He told us the other day 
that he tried to learn something every day. Judg- 
ing by his success in life he surely does it. 

Pity the small man who is too busy to read and 
too smart to listen. 


Where Ignorance Is Bliss 


66 ID you read of the changes in juvenile shoe 


classifications ?”’ asked one of our field men 

of an old-time shoe store keeper. “Naw, I ain’t 
got no time to waste on readin’ them things,” he 
replied. “But this was one of the most important 
changes that has been made in the children’s shoe 
business. Surely you are interested in anything 
that is of such vital interest to the merchant.” 
Once more the _ be- 








ness with nothing but 
a determination to suc- 
ceed and a willingness 
to work hard and listen 
to people wiser than 
themselves. Luck never 
played any conspicuous 
part in their lives. In 
fact, if there is any 
such thing as luck some 
of them had more than 
a share of the bad kind. 

Study of the lives of 
some of the greatest 
men ever produced in 





willingness to learn 
from others. That 
great captain of indus- 
try, Andrew Carnegie, 
once said that he had 
won fortune because he 
was always looking for 
men who knew more 
about the steel business 
than he did. 

The real big man in 
business is a student. 
He learns something 


town merchants. 


in small towns. 





“wy 
The Reason Why 


CHAS. UNTER & SON, INC. 
Natchitoches, La. 


The Boor anp SHoE RecorvER has been of 
utmost help to us. We look forward to it each week, 
and have derived innumerable ideas which have 
helped us toward “getting more shoes sold right.” 

Ours is a small store in a small town, yet gaining 


rapidly in the shoe business. 
tisements and have gained greatly thereby. 
Yours very truly, 
(signed) CHAS. UNTER & SON, INC. 
America proves that ‘. 


success is a matter of 


There are merchants in small towns and small- 

I know some big-thinking, far-visioned merchants 

I also know some small-town merchants who 
won’t ever be anything else but. 


Chas. Unter & Son read, think, plan and work. * * *& 
A small town can’t hold them down. 


> Re % a 
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nighted one_ replied: 
“Naw, I ain’t interested 
in anything them pa- 
pers write. I think 
they air all tryin’ to 
ruin the shoe business.” 
Well, what can we do 
with a man like that’ 
And how long will he 
continue in the shoe 


business, do you think? 
We believe in adver- 


* * co 

“If you want the 
summer to pass quick- 
ly, give a ninety-day 
note the first of June.” 
—Jesse Rainsford 
Sprague in Saturday 
Evening Post. 


Traveling salesmen 
are good friends when 
they are right. Most 
of the men on the road 
are wise counselors. 
Listen to them. 


President, 
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Carrying Style Program Into Effect 


Brooklyn Show First Authentic Showing of Fall 
Footwear After Joint Styles Conference 


will be along the general lines 

laid down at the recent joint 
shoe styles conference, Brooklyn 
footwear producers are preparing to 
open the new season auspiciously. 
The style show next week Monday, 
Tuesday and Wednesday, May 23, 
24 and 25, under the auspices of the 
Shoe Manufacturers Board of Trade 
of New York, at the Hotel Commo- 
dore, will crack the shell of the fall 
and winter, 1927, season so far as 
footwear is concerned. 

The seasonal aspect in the show 
will be the predominant feature. The 
show was conceived more to focus 
attention upon seasonal shoes than 
upon the prestige of Brooklyn as a 
style source in footwear. Another 
important feature that will be driven 
home to those who view any or all 
of the seven presentations on the 


Fem to show fall styles, which 


runway during the three days, will 
be “Shoes for the Occasion.” The 
shows themselves have been divided 
sharply into presentations of specific 
types of footwear for specific occa- 
sions, such as sports and semi- 
sports, afternoon, semi-formal and 
formal footwear. Both of these 
ideas, shoes for the season and shoes 
for the occasion, are bases on which 
the entire shoe trade can and should 
operate to advantage this fall and 
winter. 


N addition to the three style show- 

ings Monday and Tuesday, one 
in the afternoon and two at night, 
there will be a combined banquet, 
entertainment and style show on 
Wednesday night. George Miller, 
who is in charge of the entertain- 
ment features, promises something 
unusual and surprising. Several 


Broadway entertainers have been en- 
gaged to add sparkle and life to the 
evening. 

Reservations and acceptances of 
invitations indicate a record-break- 
ing attendance, according to Theo- 
dore Cramer, general chairman of 
the style show. 

Justus Lattemann, president of the 
Board of Trade, heads the banquet 
committee, which has arranged a real 
“Get Together” feast for the shoe 
trade. Manufacturers and buyers 
will be seated together at the ban- 
quet, and you may be sure that there 
will be plenty of style talk around the 
various tables. All in all, the Com- 
modore, for the three days of the 
style show and exhibit, will be a real 
shoe town, a gathering of the clan 
of shoe men who are interested in 
style for the forthcoming fall and 
winter season. 





The “Whispering Gallery”’—the lobby outside -the Grand Ball Room 


of the Hotel Commodore, New 


York. 
hear that bz, bz, bz, etc. 


Here it is that you will 
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How to Harness Swift Style Changes and Make Them Pull 
for You and Not Against You, as Told 


Women’s Shoe Buyer, The Hecht Co., 


problem to get the best of me, 

I have found that, if it is prop- 
erly harnessed, it makes an excellent 
servant in getting more shoes sold. 
My three best and safest harnesses 
are the perpetual inventory, a stock 
ticket system and the S.M.M., or 
Slow Moving Merchandise Sheets. 

Every Tuesday morning a pair in- 
ventory of the entire stock is made. 
Going over these reports gives me 
a bird’s-eye view of all the merchan- 
dise on the shelves. Of course, like 
all progressive houses, we keep our 
inventory at retail prices. This 
method is too generally well known 
and accepted to dwell upon. Tues- 
day is the day set aside for seeing 
what has transpired in the stock for 
the week past. The reasons for the 
slow ones being slow are duly 
weighed and the proper stimulus 
given them, so that real action will 
be shown. 

These stock tickets are of good 
weight paper, so that they won’t 
curl, and are stapled to the shoe car- 
tons. They look something like this: 


| es of allowing the style 


5-7, D-2 
Stock 295 
Code 788 

Lot No. 2577 
Size 512A 

Price $16.50 
Price —— 








Let’s translate this one. 5-7 
means the date the shoes were re- 
ceived, or May, 1927. D-2 is the 


BY J. ROSENBERG, 


classification. Code is the cost. The 
lot number is for reference in the 
lot book. The second price space is 
used when the price is cut. The 
dating is necessary, as it is the only 
way of identifying the age of the 
shoes that are re-ordered. If I find 
a pair of 5-7 has been sold when a 
2-7 is on the shelf, the culprit is on 
the carpet on the jump. “Classifica- 
tion” tells the maker’s name at a 
glance. These tickets are turned in 
with the sales slip and are used in 
my office in checking up. 


HE S.M.M. sheets are scanned 
mighty carefully, for here is 
where the money is tied up. As these 
sheets give a running story of the 
“Slow Moving Merchandise” from 
week to week, and are subject to 
front office criticism, we see to it 
that as many lots as humanly possi- 
ble are eliminated each week. After 
all the usual means of turning the 
S.M.M.’s into cash have been ex- 
hausted, such as P.M.’s, contests and 
the like, these shoes are put in the 
Friday’s sale. Every Friday we 
have a “Small Lot Day,” where the 
short lines are brought out into the 
open and priced low enough for 
quick action. This regular feature 
enables us to merchandise our stock 
much faster and better. If any 
shoes survive this day, the basement 
buyer is inveigled into buying them 
for his department. These strong 
arm methods do not apply to the 
high grade shoes. If any house- 
cleaning needs to be done in these 
grades, we do it only during the 
three days’ Semi-Annual Sale. 
The women’s shoe department of 
the Hecht Store was formerly on the 
first floor. Here all grades were sold. 


Washington, D. C. 


A complete change was made in the 
merchandising policy a little over a 
year ago, when three separate 
women’s shoe departments were 
created. All shoes retailing at $5.95 
and under are sold in the basement 
store. On the fifth floor, side by 
side, in distinct departments, is a 
section selling shoes from $7 to $14 
and a special section with prices up 
to $50. A full year has rolled 
around since the change was made. 
Each month has seen the fifth floor 
doing vastly more business than 
when all the departments were to- 
gether on the first floor. On the 
other hand, the cheaper shoes are 
also doing twice what they were 
when they, too, were on the first 
floor. 


Advertises to Children ; 
Sells to Adults 


HE only advertising done by the 

Will White store of Lynchburg, 
Va., is to the children, yet shoes are 
sold to every member of the family. 
This advertising is started when the 
child is born and is kept up until 
the youngster is too old to appreciate 
such gifts. By that time, Mr. White 
reasons, the knowledge that his store 
is a good friendly store in which to 
trade is firmly implanted in the 
youthful mind. Something different 
is always on tap for the children in 
the way of a present, such as dolls, 
school tablets, gauntlet gloves, skull 
caps, marbles, bats, balls, or any- 
thing that appeals to kids. Neigh- 
borhood youngsters make it a point 
to visit him as he sits on his veranda 
at night, to tell of the home runs 
made with “that dandy bat.” 





BOOT AND SHOE RECORDER 


Booklet Sells Buckles,' 


DAINTY little four-page book- 

let is a decided help in selling 
many buckles, stockings and bottles 
of shoe cleaners in the Nisley store 
in Birmingham. It is titled “Tre- 
mendous Trifles” and deals with the 
mentioned accessories. Having only 
one price, $1.50, in hosiery, is a de- 
cided he!p in speeding up sales. The 
stocking sales have been showing 
some very good increases in the past 
year, with many weeks totaling 
twice as much as a year ago. Ser- 
vice weight in all the new colors has 
also proved to be a big factor in 
boosting sales, but the most impor- 
tant thing in clinching a sale, ac- 
cording to Manager Andrew Bros- 
coe, is the act of putting the 
stockings in the customer’s hands. 


* + 


A\Dollar for Every 
Home Run 


“€NELLING shoes is like a bal! 

game,” says Frank Lovett of 
Winchester, Va. “One pair of shoes 
sold out of a case is a hit. When 
the entire lot is gone, it is like a 
home run. We encourage home runs 
to the extent of paying $1 for each 
one made. We never have a sale or 
use tables for odd lots, for we find 
that by depending on our salesforce 
to keep the stock clean, we are able 
to operate much better. Customers 
in cities of our size (Winchester has 
a population of 10,000) prefer to 
have new shoes shown them than to 
be ‘saled’ to death. Intelligent sell- 
ing will do more toward keeping a 
stock clean than all the ballyhooing 
ever invented.” 
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S manufacturers all seem to have 

a different way of marking 
sizes, H. H. Suther of the Mellon 
Store of Charlotte, N. C., eliminates 
confusion by clipping a small white 
card, 3 x 1% inches, on the front of 
the shoe carton. These cards have 
the size, store stock number and re- 
tail price. When a shoe is sold, the 
card is dropped into a special box. 


Each Monday morning the sales are ~ 


checked off the stock sheets by Mr. 
Suther with the aid of these cards. 
He explains that going over the 
sheets once a week has the same 
va'ue as taking an inventory. The 
slow numbers are given the neces- 
sary extra push and the good ones 
are strengthened. 

* * * . 


Making ’Em Buy Tans 


M. YANCEY of Eisman’s At- 
@ lanta store has a method all 
his own in selling more tan shoes to 
men. When a customer asks for a 
pair of black shoes and will not buy 
a pair of tans with them, it is sug- 
gested to him that he have the old 
tan ones dyed black and buy a pair 
of new tans. This works in a great 
many cases. 


Jield &ditor 


Another Early Bird Story 


T’S really a case of the early bird 

getting the first shot at the worm 
in the Stetson Shoe Shop in Wash- 
ington, D. C., for the man whv 
checks in first in the morning is 
first up on the call sheet.” As each 
boy jots down his own record on the 
call sheet, Manager David Gottlieb 
does not have much to worry about 
on this score. This call sheet tells 
a lot. It tells at what time the boys 
blow in mornings and their comings 
and goings at lunch time. But more 
important, it gives a complete record 
of what was accomplished man by 
man in the selling line. After a cus- 
tomer goes out, the salesman records 
the visit by means of a system of 
marks. X means a sale was made; 
O, a lost sale; P.T., personal trade; 
XX, a double-header; X with a circle 
round it, a turnover made; a circle 
with a dash in it, a turnover lost. 

At night the management, by go- 
ing over the daily sheet, can see just 
what the men did for the day. Never 
an argument over “Who is up?” for 
the sheet tells the story. A few 
weeks ago Mr. Gottlieb thought that 
more shoe dressing could be sold, so 
he offered a fountain pen as a prize 
for the most polish sold for a week. 
When the totals showed that over 
400 bottles had been sold, he knew 
that he was right in assuming that 
polish had not been given proper at- 
tention previously. 

* * * 


New Size Schedule for 
Fast Styles 


HOE merchants in the smaller 
cities who are. conscientiously 
trying to fit the feet correctly have 
an acute problem to work out. Their 
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business does not warrant buying a 
full range of sizes on all the novelty 
shoes, but they must have a wide 
enough range to fit the feet of the 
big majority of their customers. The 
rapid style changes, also, work to 
their disadvantage, as they do not 
have the facilities for keeping their 
stock clean. The New Store of 
Salisbury, Md., solved the problem 
from two angles. They buy fashion 
shoes according to a carefully 
worked-out size schedule, about one 
pair of size 4A to 18 pairs of 6B. 
Of course, no one line would be 
bought in 18 pairs to a size. The 
18 pairs represent the total of all 
the 6B’s bought in a dozen different 
patterns. Instead of sizing each 12 
or 24-pair lot separately, all shoes of 
a general kind are sized in together, 
such as all colored kids, medium 
heels, whether straps or pumps, 
light or dark shades. The reason for 
this is that in showing shoes to a 
customer, it is easy to be sure of 
having her size before showing the 
shoes. It also saves hunting all over 
the store for the right size. 


7p a 


Shoe Store Accessories 
as Bridge Prizes 


A= number of novelty shoe 
horns, buckles, etc., are sold in 
the Ferguson store in St. Petersburg 
by means of a little sign in the win- 
dow which tells that these accesso- 
ries make ideal bridge prizes. It is 
not uncommon to sell $15 or $20 
worth of these novelties to some 
woman who wants something a little 
bit different for prizes. 


* * * 


Cleaning Out Old 


Numbers 


HEN a customer of the Balti- 

more Walk-Over Shop asks to 
be shown a certain window shoe, that 
shoe is always shown her. Should her 
fitting be also in the P.M. section, 
Manager George H. Scherer insists 
that this shoe be shown her as well. 
That’s the reason why he has only a 
few dozen pairs altogether in this 
section. These shoes are in three 
different classifications, as ‘“W.D.,”’ 
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or styles three months passé; 
“W.E,,” those six months old; and 
“W.F.,” of ancient vintage. To the 
credit of Mr. Scherer, let’s state that 
only two pairs of W.F.’s are around 
and only eight pairs of W.E.’s. The 
men get 5 per cent extra commission 
for selling these shoes, but under no 
consideration are they to sell them 
unless the shoe is one that will give 
complete satisfaction to the cus- 
tomer. 


Pink Slips for Pale 
Salesmen 


OR each customer introduced to 

the hosiery counter in the Muse 
store in Atlanta, the salesman re- 
ceives ten cents. The record is kept 
by “Transfer Tickets.” These are 
pink slips in book form, 254 inches 
long and 1% inches wide. The 
O.K.’d slip bearing the salesman’s 
number goes to the office with the 
hosiery purchase. Once a month 
these slips are totaled and the 
amount paid the men. 


Julian J. Johnson, manager of the Tuttle-Scott store in Springfield, Ill., took this effective means of say- 


ing to the men of his city: “Look at your feet and be ashamed.” 


He borrowed all the new men’s 


apparel and spotted the worn out shoes in the center of the window. Incidentally, the crépe paper panels 
he made himself at a total cost of $2, which, also, was the total cost of the trim 
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Cloth ‘Top Boots For Men? 


Chicago Stylist Plans to Give Them a Trial 


ACK of the 
manager’s 
desk in 


the shoe depart- 
ment of the 
Henry C. Lytton 
Store in Chicago, 
John Spalo has 
an idea. A little 
old, a little new, 
but daring and 
different, 
and John says 
he’s going to play it for fall. 

It’s a pair of black calf high shoes 
with oxford gray cloth tops and but- 
tons and a three-quarter inch heel. 

“For,” says John, “the men who 
are careful of their dress and who 
seek to dress distinctively are dis- 
carding spats. Almost overnight 
the class of trade who have bought 
spats in our store has changed. 

“The distinctive dresser isn’t go- 
ing to wear spats this coming fall, 
but he’s going to want something to 
take their place. Something with 
the same finish to his costume, and 
cloth tops should be the answer. 

“At any rate, they will be in my 
windows when fall comes, in my 
higher priced lines above ten dol- 
lars, and I think it’s the answer to 
the shoe problem for fall. It ought 
to bring about the sale of more shoes 
and bring back the seasons to’ the 
men’s shoe business. 

“Style, after all, means little in 
the men’s business. The change of 
a vamp or quarter line, a different 
stitching or different pinking or per- 


John Spalo 


in the Fall 


foration, isn’t anything in a man’s 
life and won’t make him buy more 
footwear. Even a change of color 
from light tan to dark tan isn’t 
enough, to cause a flurry among the 
‘best dressers’ or the everyday fel- 
lows. 

“In my opinion, there’s a real op- 
portunity for the better class of 
stores and for the better manufac- 
turer to bring about a real change of 
style in the men’s business, and I 
believe that if every store selling 
shoes at ten dollars and over would 
make an effort to push these shoes, 
there might be a considerable up- 
swing in the men’s shoe business.” 

Mr. Spalo presents his conclusion 
as an individual. He believes that 
the opportunity exists for a change 
in the style of men’s footwear if the 
alert merchant and manufacturer 
will get behind the idea and get the 
footwear into prominence in the 
early fall season. 


PROMINENT manufacturer in 
Chicago is hopeful, but doubt- 
ful of the universal adoption of the 
change. He is doubtful of the will- 
ingness on the part of the average 
buyer of better grade shoes to depart 
from the “straight and narrow” path 
of present style. 

The idea would have to be pre- 
sented carefully, merchandised, if 
you please, with all of the care pos- 
sible. A few pairs sold to men who 
are known to be well dressed and 
conservatively so, and other sales 
will follow. No merchant would 
dare to rush headlong into the new 


footwear and buy indiscriminately, 
but a small order might be the fore- 
runner of larger ones. 

Every indication points to the 
men’s shoe business this year as be- 
ing at least 10 per cent better than 
that of a year ago. The surprising 
thing is the interest in men’s high 
shoes. In one of the high grade 
New York shops in the middle week 
of May, 50 per cent of the sales were 
on men’s boots, something that could 
not be definitely accounted for. 


HE shoe buyer is now developing 

a new line of lasts for the boot 
trade because men’s ankles and top 
dimensions have changed through the 
wearing of oxford types. He has 
found it necessary to have right and 
left patterns made, because men’s 
feet, through wearing oxfords, have 
ro'led inward and old patterns give 
an open gate to the outside of the 
foot. To correct this, he is develop- 
ing this new last. 

Other indications of a real develop- 
ment of men’s shoes this year are to 
be found in the showings of black 
and white mid-summer shoes in 
every store and in every grade in the 
downtown district of New York. In 
a mile circle around Forty-second 
street every store selling men’s shoes 
is featuring white shoes with black 
and brown trimmings. As one shoe 
man puts it: 

“I would not be surprised if in 
this district there would be more 
white and white and black shoes sold 
to men than will be sold to women 
within the next three months.” 





Darker Browns and Wing Tips 


Darker browns for Fall open up the 
possibility of high luster leathers 


The encouraging thing about the 
men’s end of the shoe industry “is 
that everyone is talking about it. 
When hundreds of men in all parts 
of the country begin talking about a 
thing and taking an interest in it, 
something is bound to happen. Then, 
too, spring trade has shown that men 
are not entirely out of the market. 
Early reports from the South show 
them taking kindly to sport shoes. 
The early autumn should show a 
good increase. 





For Autumn 


The custom type shoe with wing tip 
pattern is prominent in advance Fall 
showings 
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Customers Help Get Proper Fit 


Real Picture of Sole of Foot Made at Home Aids in Selection 
of Proper Shoe—And Builds Business 


idea was de- 


veloped by the C. S. Gibbon Co., 
shoe manufacturers of Philadelphia, 
in connection with the promotion of 
their “Insured Arch” shoes. Its first 
tryout was made under the direction 
of G. E. Kennedy, manager of the 
basement shoe department at G. Fox 


Mr. Ken- 


nedy has a good background of ex- 
in the proper fitting of 
having had charge of the 
orthopedic departments of the D. F. 
Sullivan Co. and the R. A. McWhirr 
Co. of Fall River and with the Walk- 
In addition to this he 
was graduated from a school of 


HE experimental campaign under 
his supervision and in his depart- 
ment was put on during February 
and March of this year and resulted 
“the most novel and successful 


— Mi people like to take pic- The “Tred-Print” 
tures. Getting the customer 
5 the to actually photograph the 
an the, sole of her own foot is the latest 
> then business building idea in the shoe 
rising trade. It has been tried out with a 
high great degree of success in one store, 
grade and soon will be instituted in others. 
ensk The idea is new, novel and business & Co., Hartford, Conn. 
eee producing and therefore worthy of 
esald attention. ane perience 
In brief, it is this: The customer, shoes, 
by calling or writing to the store, is 
oping given a piece of sensitized paper, 
Deed with instructions which are as near 
8 tee “fool proof” as can be, for making a Over stores. 
h the very clear and well defined print of 
oo her feet as she stands on the floor. practipedics. 
por With this print as a guide, the 
amare proper fitting of shoes is compara- 
hone tively easy. 
ates The peculiar thing about the pic- 
the ture, or “Tred-Print,” as it is called 
elop- by its inventors, is that while it is in 


an adaptation of the “blue-print” 
process of printing a picture, it re- 






Let Mr. 

































Kennedy 


shoe sale ever held in this store.” 


pick up the 


They were instructed 
to take these charts 
to their homes and 


mea produces the whorls and convolu- thread of the story: 

ocr tions of the human foot and gives “In conjunction with the adver- 
: te an expert a clear idea of just what tising of Insured Arch shoes, the new 
oe foot ailment, if any, is present. discovery, ‘Tred-Print Chart,’ was 
Se used to a4 good 4 
coe ¢ Do NOT Open this Envelope Until you Vantage. It so state 
roe | VRC esetticeriinetm tnt in’ the | newspapers 
lack SPECIAL NOTE! Print Can Only B. is mn has om = rj rd = 
ae ! le MADE in STRONG Sunlight, (10 A.M. to 2 P.M.) cure free of charge 
How to Moke w Tred-Print of Your Feet After Print Has Been Made, Washed and Dried a Tred-Print Chart, 
fn a | it was necessary to 
a. crn oo 8. | write to or call at our 
sold By ng a a ¢ department. We se- 
men ineved> Hment — cured thousands of 
har the menben of s names in this way 
your feet mont ve | SOC and also secured the 
s. 2 confidence of people 

; : with foot trouble. 























Which of these three standing mews do your feet 
prt with mumber the 














Whoch of these two nde mews do your feet most re: 
back of print with mumber make thu .ompanson while standing back of 
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‘Whack of theme front mews do your fort 
resemble” Mark back of print with umber 



























Marked and Signed With Your Name and Address on Bech— 
Bring or Mail to G. FOX & CO., Inc., Tred-Print Dept, Hartford, Cons. 
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Reproduction of the envelope, with detailed instructions, 

inclosing a “Tred-Print” for the customer’s use. The 

envelope is black and the printing is white, the black 
paper being used to protect the sensitized paper 












make a photograph of 
the bottom of their 
feet, then _ return 
them to us. Our Tred- 
Print specialist took 
charge of them and 
recommended the par- 
ticular types of shoes 
best suited for their 


feet. We found this 
to be an_ excellent 
idea. The fitting of 


shoes up until now 
has been a matter of 





A typical “Tred-Print,” made at home 


guess work on the part of the most 
inte'ligent fitter, and the idea of an 
accurate picture to be fitted from ap- 
peals very much to the intelligent 
customer. 

“Three days before our sale 
started we sent out 25,000 circulars 
and followed up with three news- 
paper insertions each week during 
the campaign, using the Sunday, 
Wednesday and Friday newspapers. 
We found that the people quickly 
responded to the acceptance of the 
Tred-Print Chart and called for fit- 
ting of Insured Arch shoes. 

“An index card system was estab- 
lished and whenever a sale was made 
a full record as to the size, last, etc., 
was kept and filed together with the 
‘Tred-Print Chart.’ We also had a 
special file on which we kept the 
Tred-Print pictures of bad cases. 
This was used throughout the sale 
whenever a person thought her case 
was so severe that we could not fit 
her to Insured Arch shoes. After 
showing numerous cases that had 
been fitted correctly, we had no diffi- 
culty in selling a pair. 

“Our mail order department the 
very first day of the sale was kept 
busy filling orders for Tred-Print 
Charts and also for Insured Arch 
shoes. We received orders from 
places as far as Corona Beach, Fla., 
and this particular customer ordered 
five pairs of different models in the 
Insured Arch shoes. -We have since 
received a letter from this customer 
and she claims the shoes are very 
satisfactory and will continue to 
wear this particular type of shoe 
[CONTINUED ON PAGE 78] 








BOOT AND SHOE RECORDER 


What Is Selling at Retail 


Covering the Entire Country in a Style Survey, 
Giving Positive Information 


ILWAUKEE, WIS.—Black pat- 

ents are leading all other 
colors in the Milwaukee retail stores 
since Easter, while colored kids have 
fallen off in favor. The patents have 
been surprisingly good in all the 
stores and they are being taken 
largely in the single strap effects 
and with high heels. The men’s 
business has shown a good increase 
in the past few weeks and the tans 
are picking up and are selling in 
about equal proportion to the blacks. 
Caspari & Virmond report that 
rose blush shades were selling very 
well at this store earlier in the sea- 





A new adaptation of the Deauville 
sandal makes its appearance in Los 
Angeles at the store of the Innes 
Shoe Co. The vamp is of laced 
leathers instead of being woven. It 
sells for $6.85 in white with black 
lacing ; in patent with iridescent, and 
in parchment laced with brown 


son but they are now lagging. Me- 
dium tans are being taken by the 
men. 

Parchments hold a slight lead at 
the Milwaukee Walk-Over store, ac- 
cording to Robert Weaver, but the 
patents are very strong, while grays 
are third, rose blush following, and 
the dull leathers last. Mr. Weaver 
said that the shoemen are waiting 
for about a week of real warm 
weather to have the light colored 
shoes move rapidly. Intermittent 
days of warm weather have in- 
creased the volume, but it has not 
been steady. Single straps and some 
step-ins and ties are the styles in 
vogue. Mr. Weaver is looking for 
whites to be good this summer, and 
he believes that whites with a little 
black trimming will meet the popu- 
lar fancy. Dark browns should be 
good for fall, in his opinion, and he 
looks for these shades to sell better 
than the blacks. 

J. C. Michaels of the Boston Store 


reports that colored kids are moving 
slowly, and in this division the 
parchments continue to be the best. 
Grays are very slow. Satins have 
dropped off almost entirely in recent 
weeks. Single straps are the best 
sellers and pumps are moving fairly 
well, while the box heels with the 
ties are good. 

The men’s business has been good 
all through April at the Boston 
Store. 


OUSTON, TEX.—Houston shoe 

dealers are offering the women 
the most attractive line of footwear 
and in the most striking colors this 
month. Most of the designs are 
“cut-aways” with medium vamps 
and high heels. . The colors run any- 
where from sea foam green to bright 
red and the combinations of colors 
are as varied. 

Krupp & Tuffly say one of their 
best sellers is a smart sandal in 
peachwood with dot grain trims. 
Another good seller is a strap sandal 





Gimbel Bros., of Philadelphia, prove 
that smartness and the low heel are 
not incompatible. It’s a $10 seller, 
the pattern being similar to that of 
the old Theo tie. Sold in gray, sau- 
terne, brown, and in cherry patent 


in pastel parchment kid and in cara- 
mel kid. This store gives Oriental 
or continental European names to 
some of its styles and finds they sel! 
readily. 

Hammersmith finds their best 
sellers to be a pump in water lily and 
rose morocco, a parchment kid in 
silver trims and a French kid in red, 
blue or green. Peyton’s say their 
best sellers are a plain parchment 
kid tie and a pump of water lily 
kid with harmonizing colors. Foley’s 
report a pump of sea foam green 
with harmonizing trims and a sandal 
of apple green with trims in har- 
mony. Munn’s vote for sandals in 


light colors and sports in kids ano 
calfs or ties in kids of lighter shades 


NOXVILLE, TENN.—Water 

lily and other light colors with 
varied trims in pumps, ties and 
straps continue to lead at the Beeler- 
Coffin Shoe Co. on Gay Street. This 
is because they harmonize with light 
frocks and can be worn throughout 
the summer, says G. G. Beeler, 
Blacks are moving better, with pat- 
ent having precedent over satin. 


OCHESTER, N. Y.—The I. Mil- 

ler store is featuring a new 
criss-cross slipper in a unique com- 
bination of shark and alligator calf. 
This new criss-cross, with arched 
strap, giving a chic appearance, is 
one of the most graceful of the 
ultra-fashionable shoes, the store 
asserts in its advertising. In addi 
tion, extraordinary. comfort is 
claimed for the shoe, which is 
priced at $14.50. It-is said to be 
meeting with much fayor. 

William Eastwood & Son Co. is 
featuring what the firm calls “The 
Modern Girl’s Idea of an Oxford.” 
An attractive illustration of the shoe 
indicates that the modern girl has 
excellent taste in oxfords. The shoe 
has wood heels, welt soles closely 
edged to look light, and snug fitting 
heels and ankles. It is offered in 
parchment calf with boardwalk calf 
trimming to match, and in the new 
shade of tan Russia calf with board- 
walk trimming. 


USTIN, TEX.—The Carl H. 
Mueller Shoe Store is the first 


Another $10 Philadelphia shoe—a 

new version of the strap known as 

the interlooped model. The vamp 

is fairly short, and it comes only 
in patent leather 
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of Austin to make their an- 
nouncements and showing of 
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dicate that colors, taken col- 
lectively, are now outselling 





shoes for the _ prospective 
brides and graduates. Pumps 
and open shank sandals in 
satin and kid seem to be the 
leading selections. 

Light colors are leading in 
sales at the Penny Store, but 
according to Manager Cain of 
this firm, his best seller for 
the late season will be a pat- 
ent leather open shank san- 
dal with a single strap. The 
strap, edging and binding of 
the vamp are blond. The 
heel is 19/8, while the toe is 
inclined to be more narrow 
than previous models shown 
at this store. A small, gold- 
like novelty buckle is an at- 
tractive feature. 


OLUMBUS, OHIO—A 

survey of the retail shoe 
trade in Columbus shows that 
young and growing girls are 
asking more and more for 
higher heels and more elabo- 
rate designs—the same kinds 
of footwear, in fact, as those 
worn by the older women. 
While patents have been the 
best sellers, trade is gradual- 
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Comfort All the Way! 


Viking Calf, softest of leathers—easy-fitting heel, 
generous toe-spread and scientific supporting arch— 
that’s the * *Joy”—and what a joy for men with feet 
hard to fit or easily tired! 
Here Exclusively, $13 





blacks. 

Reptile shoes are going bet- 
ter than ever. Oppenheim, 
Collins & Co. are making a 
special drive on real lizard 
shoes at $10 a pair and have 
sold enormous quantities of 
| them at that price. Winkle- 





man, Fifth Avenue, last week, 
with a smart window display, 
drew attention to lizard, snake 
and alligator shoes, and de- 
veloped a quantity business 
on them. Other Fifth Avenue 
shops have sponsored the rep- 
tile vogue in window display 
and advertising and have 
cashed-in liberally. 

Among the new things be- 
ing shown are shoes in the 
new gun-metal lustrous kid, 
which have found a ready 
sale in several high-grade 
shops. Suede, also, seems to 
have had a showing much in 
advance of expectations and 
it, too, has struck popular 

fancy, although most retail 
merchants here are agreed 
that suede will not reach its 
height of popularity until 
next fall. 

White shoes are moving in 














ly switching to colored kids. 
Light shades such as grays, 
parchment and rose blush are 
the popular colors. For 
women, the demand is more 
for medium heels, ranging 
from 14 to 16 eighths in 
height. Reptile skin effects are now 
selling better, although the trend is 
toward light shades of colored kids. 
Patents are still considered the 
staple leather for the better class of 
trade, however. 

In men’s footwear, brogues are 
selling briskly. Wing tips are also 
showing considerable strength at a 
majority of the retail stores. The 
college demand is running toward 
novelty effects. 


ASHINGTON, D. C.—James 
W. Gray, Jr., buyer for Wood- 
ward and Lothrop, says that their 
anniversary sale of this spring broke 





The Thayer McNeil Co. of Boston 
reports this oxford type a good 
seller at $12. It comes in black or 
in brown, trimmed with pebbled calf 
to match in each case 


New Orleans. 


Effective newspaper advertising is swelling the sales of 
men’s summer-weight shoes in the 
of what we think of as the summer-weight season. A 
notable example is this advertisement of Godchaux’s, in 
The shoe shown retails for $13 


all previous records. The forecast 
just now is for lizard in various 
colors and color combinations, col- 
ored kids and black patent leathers 
and satin. White will be in stock 
but only in a minor way and more as 
a staple. 

The shoes selling for $25 are 
lizards in gray with gray kid trim, 
black with patent quarter, brown 
with polo kid, green with iridescent 
patent; and blue with gunmetal pat- 
ent. 

A new line of French shoes sells 
at $15. These come in a half dozen 
styles. An afternoon slipper of 
platinum kid has a black and white 
patent leather trim and _ fish-scale 
pointed panel on heel and toe. An- 
other model of patent leather comes 
with triangular gunmetal trim out- 
lined in silver. 


EW YORK—Colored shoes have 
begun moving in quantities 
sufficient to hearten even those re- 
tailers who doubted the ability of 
colors to establish themselves as a 
real shoe vogue this spring. In the 
Fifth Avenue district, all reports in- 





South in advance 


small quantities. New York 
has yet to experience real hot 
weather, but generous dis- 
plays of white are being made 
and most retailers are confi- 
dent that the white business 
will, at least, equal that of last year. 

Last Saturday was officially Straw 
Hat Day and Summerweight Shoe 
Day in New York. Under urging 
by the Retail Shoe Dealers’ Associa- 
tion of New York, local shoe re- 
tailers displayed window trims and 
advertised Summerweight shoes, but 
the weather was not propitious. Sev- 
eral of the men’s shoe chain stores 
have swung heavily into advertising 
“Feather-weight” shoes, and have 
put feathers in their window trims 
to carry out this idea. 















I. Miller presents the new quilted 
vamp in the firm’s Fifth Avenue 


store, New York City. Black and 

white kid in alternating _ strips, 

stitched to resemble quilting. Also 
comes in colors 
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Chas. D. MacLaughlin Dead 


Well Known Manufacturer Stricken 
While Playing Golf 


HARLES D. MAcLAUGHLIN, one of the coun- 
try’s foremost stylists of women’s footwear, 
dropped dead on the afternoon of May 12 while on the 
_golf course of the Nashua, N. H., Country Club. He 
had not been in the best of health for some time. The 
immediate cause of his death was heart trouble. 
Few men have had in such marked degree the ability 
to turn business acquaintanceship into an ever-widen- 
ing circle of personal friendship. He was the trusted 
adviser of the big buyers in many parts of the coun- 
try: Still fewer have had the persistence and the 
virility of mind and body to achieve such signal suc- 
cess in so short a space of time. Unaided and without 
the advantages conferred by financial backing, he 
made for himself a big place in the shoe industry. 
Mr. MacLaughlin, who was 55 years old, had been 
in the shoe business almost continuously since early 
manhood. He was born in Michigan'and began his 


Charles D. MacLaughlin 


career as a shoe salesman in a retail store in Grand 
Rapids. Later he moved to Rochester, N. Y., where 
he served as buyer, leaving that position to enter the 
wholesale trade. His connection with Lynn, with 
which shoe center he will always be associated, began 
many years ago when he took over the job of styling 
the line and selling the output of the Cotter Shoe Co. 
This position he held for 12 years. 

Then came the formation of the Bresnahan-Mac- 
Laughlin Shoe Co., with Mr. MacLaughlin as treasurer 
and general manager. Later he served in a similar 
capacity with the MacLaughlin-Conway Shoe Co. and, 
in 1924, organized the MacLaughlin Shoe Co. 

At the apex of his career, in June, 1925, he entered 
into partnership with Alfred J. Sweet, then of the 
firm of Lunn & Sweet, with a big factory in Auburn, 
Me., this partnership being known as the MacLaugh- 
lin-Sweet Shoe Co. This alliance was dissolved late 
in 1926, since which time he had not been engaged 
actively in the shoe industry. 

Surviving him are his widow and his mother and a 
brother, the two latter of whom live in Newark. 
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Veteran Merchant Dead 


J. F. Knowles Was Head of W. G. Simmons Cor pora- 
tion, Hartford, Conn. 


OSIAH F. KNOWLES, treasurer and general man- 
ager of the W. G. Simmons Corporation of Hart- 

ford, Conn., the oldest active retail shoe merchant in 
New England and perhaps in the entire country, died 
suddenly at his home in that city, Wednesday, May 11. 
He was 82 years of age and had been in the shoe busi- 
ness since 1866. 

Of him it is said that he did not have an enemy in 
the world. Of him it is known that he never injured 
another man in his efforts to win success. Significant 
of the regard in which he was held is the fact that on 
the sixtieth anniversary of his entrance into the shoe 
business he was the guest of honor at a banquet given 
in Boston by twenty shoe men, friends of long stand 
ing, members of every division of the industry. 

Mr. Knowles was born in Provincetown, on the tip 
of Cape Cod, March 22, 1845. He served his appren- 
ticeship in business on the fishing smacks sailing from 


Josiah F. Knowles 


that port and at the age of 21 entered the employ of 
Albert Sweetser, shoe dealer, of Provincetown. After 
six years, Mr. Sweetser’s interest was purchased by 
Mr. Knowles and a Mr. Rich, who went into partner- 
ship. Later Mr. Knowles went to Northampton, 
Mass., but left there soon to take a position as travel- 
ing salesman for Batchelder & Lincoln, shoe whole- 
salers, of Boston. Later Mr. Knowles became credit 
manager for this firm and a director. 

In 1902, W. G. Simmons offered him a partnership 
if he would move to Hartford and assume financial 
control of the Simmons business. This offer was ac- 
cepted and the partnership continued until the death 
of Mr. Simmons, at which time Mr. Knowles pur- 
chased entire control of the business of which he since 
has acted as treasurer and general manager. His 
son, Harold A. Knowles, is assistant treasurer. 

Mr. Know’'es’ wife died in 1917 and he is survived 
by his son, by a daughter, Mrs. George S. Laird of 
Philadelphia; a brother, Joshua F. Knowles of Brock- 


’ ton; and by six grandchildren. He was a member of 


the Masonic order and of the Knights Templars. 
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Wood Heels! Wider Sales! 


Spread out the selling range of your Constant Com- 
fort and Constant Style lines! 

Here’s No. 957—one of six new semi-dress wood- 
heel models of the Constant Style range—a neatly 
patterned one-strap pump with side cut-outs, in pat- 
ent leather or genuine black Ruby kidskin. 

Read the NEW CATALOG—extra copies mailed 


on request. 


Ault-Williamson Shoe Co. 
Factory and Eastern Sales Division: 


Auburn, Me. 


Central, Western and Southwest- 
ern Sales Division: 
ba 416 N. 12th St., St. Louis, Mo. — 
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_— buying your fall and 
winter shoes stop a moment 
and consider this trite but true state- 
ment:— 


The leather that fails to contribute real 
assistance to selling the shoe is 
the truly expensive leather. 


ag a ag 


OU are familiar with the quality of our 
NEWCASTLE leathers and with our ability to select 
colors. This Fall these things will be backed up by in- 


tensive consumer advertising. 


Does any other kid leather offer greater 
assurance of its salability? 


ns ag ag 






HE 1927 Fall and Winter Colors in New Castle Glacé Kid are 
announced for the first time on the opposite page. 
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1927 


FALL and WINTER 
COLORS 
in 
NEw CASTLE GLACE KID 











+4 aes: 








Color No. 3. STROLLER TAN 
Color No. 96. PRAIRIE 

Color No. 720. TOKAY 

Color No. 765. MALAGA 

Color No. 170. ANDORRA 
Color No. 1310. SERGE BLUE 





Please Note 


E are about to distribute to all retailers and manufac- 

turers a loose leaf book which will include samples of 
these and all other leathers we make. If you have any reason 
to believe you are not on our lists will you please write us (to 
the attention of room No. 1702—100 Gold St., N. Y. C.) and 
give us complete information. 
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NEW CASTLE LEATHER CoO., INc., 





A 
STORY 
WITHA 
MORAL 


(if you need it) 


+ 





A Naturalist divided 
an aquarium into two 
equal parts by a glass par- 
tition. In one partition 
he put a lusty black bass. 
In the other a dozen min- 
nows. Immediately the 
bass started a series of 
lunges at the minnows, 
but, netting for himself 
only a bruised nose, he 
finally subsisted on the 
food dropped into his 
partition. Then the 
naturalist removed the 


glass partition. 


What then happened to 
the minnows? Nothing! 
They swam all around 
the ferocious bass com- 
pletely unmolested. The 
bass, you see, was com- 
pletely sold on the idea 


that business was bad. 


How do you feel 


about business? 


_—————— pe 


100 GOLD STREET 
New York City 





= = a 


OAD ADOLESC EL 











the feet accord- 
ing to the weather should be just 
as important a factor from a 
health and style standpoint as it 
is in dressing any other part of 
the human _ body _ seasonably. 
When warm weather causes men 
to put on mohair suits and straw 
hats, the same warm weather 
should cause them to remove 
heavy shoes and wear summer- 
weights. 

And bear in mind that the fall 
brings cold weather that makes 
another change of footwear es- 
sential. Summerweights — will 
help bring back the two-season 
vear which the-men’s shoe trade 
lost when high shoes went out 
of favor. 

Summerweights for summer— 
brogues and other heavy styles 
for winter—spell more sales for 
men’s shoe stores. 














Aud Dai 
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Shoulder to Shoulder 


on Summerweights 


Geuting-Adler- Peirce 


and now 


Gilbert Hahn 
of Washington 


} 

in eaten retailers believe that thé 
summerweight shoe for men will bring back the 
seasonal factor which was lost when high shoe 
went into the discard. In other words, lightweight 
shoes offered to your men’s trade will make two sale 
grow where one grew before. 

Summerweights will make a hit with your cus 
tomers on sight—no doubt about that. But if you 
are going to sell them year after year, the shoe 
must be rigf/t in every detail of their construction. 

Armstrong’s Cork Box Toes and Cork Counter 
are right for summerweight shoes because the! 
springy cork material gives the desired degree of 
flexibility and foot ease. Also, they preserve th 
stylish lines of toe and heel for the life of the shoe 

Ask your manufacturer to put Armstrong’s Cork 
Box Toes and Counters in your next order of shoes 


SF NF IPB IFAT AXMNWIONRORAADSIAIIOTIONTQARE SU 


Armstrong Cork Company, Specialties Division, Lancaster, Pa 


BRANCH OFFICES 


Boston, Mass 197 South St. 
New York City 
Chicago, [il 320 W. Randolph St. 


50 Church St. 


Minneapolis, Minn..316 Third Ave., N. 
Cincinnati, O 1017 Broadway 
St. Louis, Mo.......204 S. Third St. 


BRANCH OFFICES 
Toronto, Canada..Armstrong Cork é 
Insulation Co., 11 Brant St 
Montreal, Canada...Armstrong Cork 
& Insulation Co., 1001 McGill Bldg 


BRANCH OFFICES 


Armstrongs Cork 


Box loes and Counter S 
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Keep In Step With Youth 


The Lido T-Strap 
developed in Bar- 
nett’s Whippet Calf 
(a new shade), with 
Everglade quarter. 
To order only. 


This style is being 
ordered freely for 
early Fall selling. 





Ee |OW quickly the news spreads 
l| when the Younger Set finds 


, ° 
shoes, such as Burdett s, which 











are fitted to her particular re- 
quirements! Long ago the Department 
Stores realized the advantages of special- 


* . . , 
izing in Misses apparel—and now the 


; a se os ree cise ty modern shoe store follows suit. Many 
shoe i Heda, Asehy report their biggest increases in this de- 
cig 2 if partment. 

«9 In Burdett Growing Girls’ Turns one 
ees: ; finds fitting problems expertly solved— 
Fae —— and styles which “keep in step with 
on. riomeed ei, youth,” 
nter oa 
a BURDETT SHOE CO. 
> thal} LYNN MASS. 
shoe 
Jork 


1OeS 
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SPORT 


(SMOKED) 






The best leather basis 











on which to establish a lasting 


—“~ 





preference with parents for your 


Children’s shoes. ; 

















































SPORT WILO ideally sums up SPORT WILO shoes develop 
the essentials to a_ perfect ee good will that grows and grows 
leather for children’s shoes. COFFEE —and helps your sales to grow 
ALMOND at the same time. 
—trugged wear—extra softness Light SMOKE 
i Camel SMOKE 

—perfect foot ventilation. Try selling SPORT WILO 

ies “Sai aes shoes and you will understand 
It is, moreover, the only high LOG CABIN why it is so frequently called 

DARK SMOKE he 

grade leather that can be sold TANGERINE The Leather That Sells More 
in medium priced shoes. Shoes.” 










The. complete color list includes the following: 








COFFEE PARCHMENT BLACK 
LIGHT SMOKE ROSE BLUSH LOG CABIN 
DARK SMOKE SHELL GRAY Gaal tate 
CAMEL SMOKE ALMOND BLONDE 







STONE SMOKE WHITE LARK 





C ee Kepner Leather Co. 139 South Street, Boston 


BRANCHES 
100 Gold Street, New York 1701 Locust Street, St. Louis, Mo. 200 Davis Street, San Francisco, Cal. 
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The shank—the place where a weak foot 


+ 


lop hurts and a weak shoe gives way—is the 
Ows ia 


strong point of the 


COPEG-ARCH 


row 


NL Sd 


It gives unfailing, continuous 
lled \ | support without absolute 
) rigidity. Equally comfortable 
for the high or low arch. 
Heavy men with weak feet 
don’t break this shank down. 
It protects the shape of the 


IN STOCK 
shoe and eases the arch. 

Black Kid Copeg-Arch Oxford Chester 

Last—USMC ply rubber heel—medium 

weight sole—kangaroo tip. AAAA/AA 

8 to 12, AAA/A 8 to 12, AA/B 7 to 12, 

A/C 6% to 12, B/D 6 to 12. $6.00. 


COPELAND-RYDER CO., Jefferson, Wis. 








Cal. 
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Flexibility 
and FIRMNESS 


Ordinary sole leathers sacrifice 


one for the other—SPARTAN is 
the ideal blending of both 


Fexipitity is one thing, and flexibility with 
firmness is another. Ordinary sole leathers that have 
a lot of one, have very little of the other. 





Spartan is the ideal blending of flexibility with 
firmness. A shoe with a Spartan sole never needs to 
be “broken in”. Yet Spartan has sufficient firmness 
so that you can’t feel stones or uneven surfaces through 


a Spartan sole. 














(S| 
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The Ideal 
Sole Leather 


Longer Life 

Uniform Flexibility 

Higher water resistance 

Distinctive appearance 

Not slippery when wet 

No surface oils to cause stains 

Dries out soft and pliable 

Less subject to damage when 
dried by heat 

Works better than oak or union 

Edge appearance like oak 

Lighter weighing 





That’s one reason why Spartan is the ideal sole 
leather for youthful shoes. Spartan is an entirely 
different tannage that is flexible, yet firm and durable 
and highly water resisting. Yet it is light and porous 
enough to have healthy breathing qualities, and its 
distinctive, natural finish adds attractiveness to any 
shoe. In short, it has all the advantages of other sole 
leathers, without their disadvantages. 





That’s the real reason why Spartan is the ideal sole 
leather for youthful shoes. 






GRATON & KNIGHT 
SPARTAN SOLE LEATHER 


Pi An entirely different and exclusive tannage 


GRATON & KNIGHT COMPANY .. . WORCESTER, MASS. 
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When Henry VIII Reigned Over England 


URING the sixteenth century a broad-toed shoe called 
the “‘slashed toe Duckbill’” became popular throughout Today, footwear styles 


also go from one ex- 


Europe. Duckbill shoes with toes of eight and ten inches in ideas cha nites bec 
width became quite common. Legislation finally prohibited  - 35 “some ponent 
; y the wearers of the 
the wearing of shoes having a width of over six ‘inches. This Duckbill shoe is always 
resent if the shoe is 

| eroteaiue sr shoe was made to give ease and comfort to the Radigped with (elastic 


‘toes Ais eluttonous monarchs and replaced the " ~The Quality Box Toe. 


























_orporation 
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Better Shoes 
for Less Money 


OOD specializes on a few styles 
of Canvas Shoes. Large runs on 
a few numbers result in manufactur- 
ing economy. 
These savings, put into quality and 
style that satisfies mothers as well as 
children, give more value for the 
same money. 
Incidentally, with fewer numbers, the 
retailer carries smaller stocks, moves 
them faster, and makes more attrac- 
tive prices. 
Ask for HOOD Canvas Shoes— 
“Smokrepe” or corrugated 
rubber soles for greater 
style, comfort and service. 
Made by i 
Hood Rubber Co., Watertown, Mass. 
Distributed by j 


Hood Rubber Products Co., Inc. 
Branches in all Principal Cities 





BER FOOTWEAR | | CANVAS SHOES | PNEUMATIC TIRES | | SOLID TIRES |] HEELS - SOLES — TLLING gf 


Gis > THE SYMBOL OF WORLD WIDE SERVICE IN QUALITY RUBBER PRODUCTS °* 
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MAXIMUS gives you a 
wholly new selling advan- 
tage to emphasize to your 
customers — genuine COM- 
FORT. | 

Few people expect patent 
leather to be comfortable— 


many fear it wili draw their 
feet. 

MAXIMUS will 
them how wonderfully com- 
fortable a patent leather can 
be—and you, who introduce 
them to its easy conformity, 


show 












i) 
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d elastic ease, will get the 
enefit of their appreciation. 


Selling arguments such as 


[AXIMUS affords count more . 


eavily than ever in today’s keen 
pmpetition. 










































































Let us cooperate with you in 
making more steady customers 
thru MAXIMUS—the advanced 
patent leather. 


JOHN R. EVANS & CO. 


Camden, N. J. 
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It’s the beauty of the 
toe that sells the shoe 


Vulco-Unit Box Toes will help you sell either type of shoe 


ULCO-UNIT Box Toes are eminently suited to the heavy work shoe, 
where a rugged, durable box toe, that will not break down and that will 
assure long life to the shoe and comfort to the wearer, are essentials. 


For the most extreme toe shapes in fashionable feminine footwear ~ 
Vulco-Unit Box Toes are also ideal. Will conform to and RETAIN 
every nicety of detail of the most delicately modelled last. 


THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BECK WITH MFG. CO. 


Largest eManufacturers of Box Gees in the World 


111 SUMMER STREET, BOSTON 
Chicago, G. W. Kissy & Co. Geo. A. SprincmeterR Co., Cincinnati 
Oscar F. Wricut Co., St. Louis 
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THE MERTIE TIE 


An attractive street model, 
combining good taste and 
attractive appearance and 
above all a wonderful fit. 


THE ALITA 


A cleverly arranged strap 
model, new and novel—built 
with the Sherwood beauty 
arch over various lasts. 12/8 
20/8 heels. 


10/8 to 15/8 heels. 


















































Sherwood Shoes contain a 
wealth of originality and 
good taste. 


They’re masterly in the 
genius of their fitting — 
coloring—mode. 


Best of all—they constantly 
put profits in your cash 
register and permanent cus- 
tomers in your shop. 


Sherwood Shoe Co, Inc. 
Rochester, N. Y. 


NEW YORK CITY 
R. F. Schneider, 907 Marbridge Bldg 
CHICAGO 
F. J. Le Pine, 1618 Republic Bldg. 
PHILADELPHIA 
W. F. Schoell, 119 So. 4th St. 
DENVER 
W. B. McNutt, 218 Charles Bldg 
LOS ANGELES 
G. C. McAtee, 706 Forrester Bldg. 
PITTSBURGH, PA. 
Harry Waldron, Hotel Henry 
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Brown Kid heads 
the list of Fall Colors 


recommended by the 
Joint Styles Conference 


In the opinion of many most prominent buyers (backed 
by substantial advance orders) the favorite brown shade 


will be our 


QUAKER BROWN 


“Q. C. 22” and 10 


= QUAKER CITY _____ 
tn M OR O C C O C OMP ANY AAT 


519 Huntingdon St. 95 South St. 
PHILADELPHIA BOSTON, MASS. 
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Not once—not twice—but over 
and over again this line of 
McKays is made well. 


Putting in extra value consistently, 
so that our customers can take 
out as consistent profits, keeps 


Mitchell-Welch Shoes en- 


trenched in the stores that 
sell them. 


Mitchell-Welch Shoe Co. 
163 Commercial St., West Lynn, Mass. 
Boston Salesroom: 89 Bedford Street 


* Sold in cases of 
36-pairs on-a-width 
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Fancy 
‘Bottom “Designs 


Buu plain and fancy designs, as 
well as trade-marks, can be put 
on the bottoms and heels of shoes, 
after they are finished, with the. 
NuURLING MACHINE— MODEL A. 
Either gas or electricity can be used 
for heating the wheel employed in 
the operation, which is a very sim- 
ple one. The results obtained add 
materially to the appearance of the 
finished produé. 
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Nurling Machine — Model A 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


Auburn, Maine................. 87 Main Johnson City, N.Y............ 276 Main New York,N.Y............. 37 Warren 
le 306 Broad Philadelphia, Pa........221 North 13th 

Chicago, Ill............ 18 South Market Marlboro, Mass.............11 Florence 
Cincinnati, Ohio............ 407 Gilbert Milwaukee, Wis............. 258 Fourth St. Louis, Mo................ 1423 Olive 
ill, Mass. 145 Essex New Orleans,La........... 216Chartres San Francisco, Cal.......... ion 
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Service is measured by 
Quality of Performance 


ee = LEADERSHIP in the Shoe Car- 


ton Label field is an acknowledged 
fact. Nearly every Shoe Factory, whose 
product you sell, depends on Tolman 
Print, Inc. for dealer labels. Experience 
has convinced these firms that Label 
Headquarters is the logical source from 
which all such labels should be ordered. 
Performance—Service—Co-operation— 
Ability to visualize and solve your Label 
Problem—these are the reasons most 
Retailers and Wholesalers say 


“Get Labels from Tolman.” 


ls. 


TOLMAN PRINT, INC. 


71 CENTRE STREET 
BROCKTON, MASS. 


BRANCH SALES OFFICE = 80 FEDERAL STREET, BOSTON 
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“SCOOTER-PROOF” 


a word not found in 
Webster's Dictionary— 
but it has a significant 
meaning to most retailers 
who are called upon to 
settle scooter claims. 





IT’S 
SCOOTER 
PROOF 


Belting leather is especially tanned to be 
flexible, waterproof and to resist the con- 
stant friction of pulleys. Duxbak bends, 
which we cut into soles, are tanned by 
the best belting leather methods. They 
are friction-proof and therefore scooter- 
proof. 


Duxbak Soles shed water like a duck’s 
back. They are extremely flexible and 
wear like belting. Altogether, an ideal 
sole where long hard wear is likely. 


The Duxbak trademark on each sole is 
our guarantee that you are receiving 
damp-proof, long-wearing flexible soles. 


Write for list of 
manufacturers who 
use DUXBAK SOLES. 


727 Atlantic Ave. 
BOSTON, MASS, 


Branches in all important shoe centers 
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“How is that?’ you may say. Simply because 
it becomes easier and safer for you to do busi- 
ness. Too many lines create a financial and 
merchandising burden. They make a liability. 
On the other hand, one fine, broad line of shoe 
polish such as Whittemore’s, is a live asset. 
The Whittemore line is sufficiently varied to 
enable you to supply your customers with polish 
for any kind or color of footwear. Money in- 
vested in Whittemore’s Superior Shoe Polish 
can be turned quickly, multiplying sales and 
profits. 


A Well Balanced Stock 


of Whittemore’s Superior Shoe Polish should in- 
clude BOSTONIAN SHOE CREAM, Black, Tan, 
White. BOSTONIAN SHOE CREAM—neutral— 
for all plain and combined fancy and colored 
leathers. BOSTONIAN SHOE CREAM— 
colors—to match new shades of leather. 
CLEAN, the popular white kid polish. 
PASTE, Black and Tan in the handy tin. 

TON SHOE CREAM for colored leathers. QUICK 
WHITE for restoring soiled fabric shoes. CUPID, 
the De Luxe package of white dressing retailing “a ing 
at fifty cents. TOP NOTCH white cleaner for me ed: 
smooth kid and calf shots or nappy leather foot- needa: 
wear. There are other Whittemore polishes, all 

well known, widely used, and highly appreciated. soa 

Your jobber can supply you. ns x ‘ 


WHITTEMORE BROS. Be fore 
e b . or 


Manufacturers of Superior Shoe Polish Nearly ; 
a Century E in wk 
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Who’s Who on the Road 


The Traveling Salesmen We Tell About Here 
Are the Boys Who Deliver 


(oe L. SLOAN has recently 
been appointed a member of the 
Interstate Shoe Co.’s sales staff to as- 
sist Bob Emmet, Sr., in the develop- 
ment of the Interstate Shoe Co.’s line 
throughout New England and eastern 
Canada. George was with the Inter- 
state Shoe Co. some few years ago, and 
more recently has been specializing on 
corrective footwear work at Mandan, 
N. D. He started on his initial trip 
for Interstate on May 17. 


ENRY GG. 
CLARKE has 
become associated 
with the sales or- 
ganization of Pedi- 
go-Weber Shoe Co. 
Mr. Clarke will 
continue to cover 
the same territory 
in the South which 
he has been “mak- 
ing” for the past 
several years, and 
where he is so fav- 
orably established 
on account of hav- 
ing been closely identified with the 
needs of that trade. 


Henry G. Clarke 


E. (BILL) SMITH has joined 

* the Pedigo-Weber Shoe Co. sales 
force, and will cover Iowa, Nebraska, 
Colorado, Wyoming and South Dakota, 
in which territory he is well and favor- 
ably known to the trade, and well 
versed in his customers’ requirements. 


T the recent 

meeting 
of the Iowa Shoe 
Travelers’ Asso- 
ciation, the fol- 
lowing officers 
were elected: Ira 
Hall, president; 
Carl  Ortlund, 
vice-presi- 
dent, and J. E. 
Wm. Prescott re- 
elected secretary- 
treasurer. Presi- 
dent Ira Hall, 
appointed the fol- 
lowing committees: Membership—C. F. 
Barstow, chairman; J. H. Brunk, W. 
H. Hannah, K. B. Newcomer, Jack 
Clark, Will Weiese, W. N. Cass, L. C. 
Hyde, Fred E. Smith, Sol Sands, H. 
Theiss; Constitution and By-Laws— 
0. R. Blechinger, chairman; O. E. Ham- 
ilton, John Allen; Resolutions—Bert 
Goldman, chairman; O. L. Rapplee, H. 
G. Schutt; Grievance—Chas. Clark, 
chairman; F. B. Crowley, H. A. An- 


Carl P. Ortlund 


By HELEN M. HANEY 


derson; Publicity—J. E. Wm. Prescott, 
chairman; L. D. Ream, Jack Clark; 
Style—W. R. Smith, chairman; Con 
Quinn, Al Starr; Employment—J. E. 
Wm. Prescott, chairman; A. J. Wylie, 
Fred E. Smith; Auditing—C. W. Rob- 
inson. 


C. GROENE- 

¢ WOLD, for- 

merly general sales 

manager for the 

Joseph M. Herman 

Shoe Co., is now 

devoting his time 

to the supervision 

of sales west of 

Pittsburgh. His 

headquarters will 

be in St. Louis, 

where the Herman 

folks will soon 

H. C. Groenewold open a distributing 

division. Harry R. 

Abbott, for the past seven years 

New York City salesman for’ the 

Herman folks, is now Eastern sales 

manager, and will have charge of the 

salesmen east of Pittsburgh. Mr. Ab- 

bott will divide his time between the 

New York office and Millis. He recent- 

ly had charge of the Herman Official 

Boy Seout Shoe Campaign in which 138 

retail shoe merchants of New York 

took part, and which resulted most suc- 
cessfully, sales-wise. 


HE Wisconsin Shoe Travelers’ Asso- 

ciation, at its last meeting here, dis- 
cussed the plans and arrangements for 
the booths and displays and the style 
show for the annual meeting of the Wis- 
consin Shoe Retailers’ Association which 
will be held at Milwaukee, Aug. 2 to 4. 
The style show will be open to the pub- 
lic but admittance will be by ticket, 
which can be obtained at all retail shoe 
stores. Committees were appointed 
which will start functioning immediate- 
ly. The prices of booths at the conven- 
tion will range from $30 to $50, and a 
number of the members subscribed for 
space at the meeting. The committees 
are: Convention, L. L. Imig, chairman; 
C. W. Johnson, Frank Larkin and A. 
C. Klein. Style Show, L. L. Imig, F. E. 
Schmidt, and Frank Larkin, represent- 
ing the travelers; and Charles Collar, 
W. J. Muckle and John Geisinger, rep- 
resenting the retailers. Booths, C. W. 
Johnson, chairman; George F. Bur- 
roughs and Henry Kuehn. Publicity, 
A. C. Klein, chairman; Edward P. 
Schmidt and Warren B. George. Busi- 
ness, Milton Meissner, chairman; John 
U. Leuenberger and John Kowalski. 
Banquet, Frank Larkin, chairman; El- 
mer Olson, Charles Diamond, Walter 


Neubauer, Milton Meissner and L. P. 
Brandenburg. 


ENTRAL and Southern Indiana is 

the territory to be covered by Roy 
Hodge for the Ault-Williamson Shoe 
Co. Roy Hodge was born in Indiana 
and has always lived and worked there. 
He has been associated with the Neff 
& Nusbaum Shoe Store at Richmond, 
and with the Union Shoe Manufactur- 
ing Company, for whom he traveled 
Indiana and Michigan. Mr. Hodge has 
sold Constant Comfort and Constant 
Style shoes at retail, so he is thorough- 
ly familiar with the line. 


ONALD T. 

BASS has re- 
cently been ap- 
pointed a_ special 
representative of 
the Krippendorf- 
Dittmann Co. on 
Arch-O-Pedic 
shoes and also on 
a special line of 
orthopedic _ types. 
He will cover 
points from the 
Mississippi east. 
Mr. Bass has had 
thorough training 
on work of this kind, understands foot 
anatomy perfectly, and is a good stu- 
dent of shoes of this kind. 


Donald T. Bass 


OM DALY, of 

Chicago, for- 
merly representing 
Upham Bros. Shoe 
Co. for many years, 
recently made ar- 
rangements to rep- 
resent the John 
Ebberts Shoe Co., 
Inc., and will begin 
his sales activities 
for that house on 
June l. Tom will 
travel almost all of 
his old territory, 
which he has cov- 
ered for many years, also Detroit, the 
larger cities of Ohio, Indiana, Missouri, 
Kansas, Nebraska, Kentucky, Tennes- 
see, Chicago, St. Paul and Minneapolis. 
Mr. Daly has been associated with the 
distribution of women’s fine footwear 
for “long and many a day” and is still 
a young man at the game. He has a 
wide circle of friends among the retail 
shoe merchants of his territory, to 
whom he additionally endears himself 
at Christmas time by greeting cards 
which are both unique and attractive. 
Tom’s many acquaintances in the trade 
are wishing him the “best o’ luck” with 
his new house and line. 


Thomas Daly 





BOOT AND SHOE RECORDER May 21, 1927 


—————————=I=i=i==K&z&=z=========EE——————————————E—————z_————_—__— 


“Well displayed is half sold” 


—this is especially true of an article of 
beauty. 

Merchants who prominently display 
“‘Standard Rau-Craft”’ Slippers have dis- 
covered that they need not wait until the 
holiday season to sell slippers. 

The popular conception of a slipper is a 
rather homely, though comfortable, 
affair. 


Men and women are quick to. recognize 
the added advantage of style. 


But they will never recognize this advan- 
tage unless they see it with their own 
eyes. | 
Display your “Standard Rau-Craft” 
Slippers. They are more than capable of 
speaking for themselves. 


S. RAUH & COMPANY 


Sixth Avenue, New York 
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FRANK HOLLINGSWORTH will 
*have as his territory for the Ault- 
Williamson Shoe Co., southern Georgia 
and Alabama and Florida. Mr. Hol- 
lingsworth served in the Navy during 
the World War, and has since been en- 
gaged in the shoe business. He was 
first with McDuffie & Company of Oko- 
lona, Miss.; then introduced the Walter 
Booth Shoe Company’s line in Missis- 
sippi and Louisiana. He later took 
over the Hamilton-Brown Shoe Com- 
pany’s line in northeast Georgia. 


L. CARLISLE, who covers Ohio 
¢ and Indiana for the Churchill & 
Co., is now on his fall trip. 


bg SIMPSON represents the C. 
A. Goodnow Shoe Co., Inc., who re- 
cently opened office in Room 201, 119 
South Fourth Street, Forrest Building, 
Philadelphia. Frank is well and fav- 
orably known to shoe buyers from the 
South, especially Texas, where he for- 
merly lived. He also has a wide ac- 
quaintance with shoe buyers in Greater 
New York and nearby territory. Room 
201, 119 South Fourth Street, Forrest 
Building, is open on Tuesdays and Sat- 
urdays for the display and sale of the 
special lines of the C. A. Goodnow foot- 
wear. For other dates with Frank, call 
him at the Hotel McAlpin, Walnut 
8800. The Forrest Building, known as 
“The Shoe Mart,” is a busy section of 
“The Quaker City” shoewise, for here 
are housed under one roof a big bunch 
of live-wire salesmen and their lines, 
and every Tuesday all are “on the job” 
to greet the visiting buyers, who ate 
urged to concentrate on their footwear 
purchasing, thus saving time and 
money by visiting “The Permanent 
Tuesday Shoe Style Shows.” 


AWRENCE S. GWYN, who trav- 

eled the South for the Heywood 
Boot & Shoe Co. of Worcester, Mass., 
for over 36 years, and one of the best 
liked shoe travelers in the country, died 
recently, following a brief sickness, at 
his home in Baltimore. He was 64 
years old. 


OBERT F. MacNALLY, who for 

thirteen years represented J. Heil- 
brunn & Sons, Inc., of Rochester, N. 
Y., died recently of pneumonia. Mr. 
MacNally had a host of friends in his 
territory, which he covered faithfully 
and well. He is a brother of Richard 
MacNally, connected with the same 
concern. 


O. STUBIG, retail shoe merchant 

* of Sandusky, Ohio, is known to 

all of the “old-timers” who traveled 
Ohio, having bought shoes of Jim 
Povenmire, Tom Kennard, Burr Noble, 
Charlie Hahn, J. Jaffe, Abe Urbansky, 
Frank Walsh, Charlie Petot, and as far 
back as D. Washburne was with the old 
firm of Lamkin & Foster. Mr. Stubig 
has been a subscriber to the RECORDER 
for 25 years, and one of his good 
friends among the travelers, John A. 
Hach has sent this photo to us, to show 
how Mr. Stubig looked while vacation- 
ing on the Island of Trinidad, British 
West Indies. As a boy, Stubig sailed 
the Great Lakes, and gets more “kick,” 
he says, out of that experience as a 
seaman’s apprentice than any other one 
of his later activities. Besides con- 
ducting a shoe store, he has been in- 
terested in real estate. He has two 


children in college, a city residence, a 
summer home on the Lake Shore, be- 
longs to the Yacht Club, and other 
social and fraternal organizations, and 
looks forward to a year’s sojourn in 
the near future in Singapore and the 
Far East. 





WW. O. Stubig, retail shoe merchant 
of Sandusky, Ohio, Mrs. Stubig, 
and Peter Daly and wife, of New 
York City, on a recent vacation at 
the Botanical Garden, Trinidad, 
B. W.1. Mr. Stubig is the man in 
light clothes—next is Mrs. Stubig 








HE first sales contest returns of 

the A. E. Nettleton Co. have been 
published in “Table Talk” of May 2, 
with H. S. Garfield, Sr., holding top 
position, and Spence McGavock and 
Hiram Barie crowding Garfield hard. 
“The relative standing of salesman, ac- 
cording to shipments from March 1 to 
May 1, is given in three different clas- 
sifications: The first (No. 1—Eligible) 
represents those in line to win a bonus, 
if their total shipments, from March to 
Sept. 1, show sufficient gains. The 
second group (No. 2—Possible) have 
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an opportunity to win the ‘big money.’ 
The last group (No. 3—Ineligible), 
while not expected to win a bonus, will 
be very interesting to watch, because 
of the closeness of the returns to date,” 
says “Table Talk.” 


HEEE's Wally 
Gloud, known 
throughout the 
length and breadth 
of Ohio as a true- 
blue merchandis- 
ing counsellor of 
the retail shoe 
merchant. He has 
had a long associa- 
tion with the scien- 
tific distribution of 
footwear in this 
territory. He for- 
merly traveled for 
Johnson Bros. Shoe 
Mfg. Co. of Hallowell, Me., but will 
now carry “The Evangeline” line of the 
A. H. Berry Shoe Corporation, made in 
“The Pine Tree State,” to his many 
customer-friends in “The Buckeye: 
State.” 


Wally Cloud 


RTHUR C. EARLE, known every- 

where as “Daddy” Earle, cele- 
brated the fact that he is 77 years old 
on May 8 at the Brown Palace Hotel, 
Denver. He was entertained by “The 
Dubs” Club of that city, who, with thou- 
sands of others in the shoe trade, love 
and respect the genial “Shoe Traveler 
Vet,” “Daddy” Earle. The members 
of “The Dubs” Club are: H. E. Fontius 
and Murray French with the Fontius 
Shoe Co.; Ralph Broadhurst, Broad- 
hurst Young Shoe Co.; H. Mattingly, 
Gano-Downs Company; Clyde Norton, 
Neusteter’s; Charlie Gaylord, May 
Company; Ted Parsons, Joslin’s D. G. 
Co.; Dick Runyon, Daniels & Fisher, 
and Harry Teets with The Denver Dry 
Goods Co. 


ILL A. CAMPS, of New Orleans, 

who represents the Atkinson Shoe 
Co., writes us about conditions in the 
Mississippi River flood diaster, but 
says, “So far as Dear Old Nu Orleans 
is concerned, there is nothing to worry 
about. The city is safe, thank God. 
The river at New Orleans stands at a 
lower gauge than in 1922.” 





~ 


Here is John J. Whalen and his Hudson car, “snapped” at Brockton, Mass., 
just as he was about to start out on his New England trip with the Free- 
man Shoe Mfg. Co.’s line and that of the Freeman-Beddow line, both made 


at Beloit, Wis. 


“Jake” likes the name of Hudson, for he not only drives 


an‘auto by that name, but he lives at 47 Hudson Street, in New England’s 
Big Men’s Shoe City 
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etready for it NOW!| 


Over 6000 dealers are already prepared with our magni- 
ficent new window display material, circulars and local 
newspaper ads to make this a record week in sales on 
Dr. Scholl’s Foot Comfort Appliances 

and Remedies 














- mm } AreYouaSlave 
This is a reproduc- . é ‘< hi Fe 9 
tion of the striking (eS se to AC ae ae 
full page advertise- Se * 
ment which will 
appear in THE 
SATURDAY EVE- 
NING POST, June 
18th 


ve you handicapped by oan specibe purpere 
~ aur on ud to ered ve ducteadort and t 














Dr Scholls 
Foot Comfort Week. 








1, 1927 
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his Annual Event Is an Important Part of 
Nur Million Dollar Advertising Campaign 


It means real profit and added prestige for you to be identi- 
fied as headquarters in your town for Dr. Scholl’s Foot Comfort 
A [ppliances and Remedies 


13 W. Schiller St., Chicago 


Progressive shoe dealers regard Dr. 
Scholl’s Foot Comfort Week as one 
of their most important calendared 
events of the year, and prepare for it 
weeks ahead. They know it is not 
only productive of immediate and 
splendid results at a fine profit, but 
also a valuable asset to be recognized 
by the public as headquarters for 
Dr. Scholl’s Foot Comfort Appliances 
and Remedies. 


We have made more elaborate prep- 
arations this year for Dr. Scholl’s Foot 
Comfort Week than ever before. Our 
full page advertisement in The 
Saturday Evening Post, for example, 
will reach a large number of the 


very people you cater to in your town. 
In addition, we have produced a 
strikingly beautiful window display 
for this occasion, and offer you this 
as well as a liberal supply of strong 
circulars with your name imprinted 
on them—all free of charge. Besides 
this, we offer you a selection of com- 
plete newspaper ads to enable you 
to tie-up to this event in the most 
effective manner. 


Write for this material at once 
Now is the time to make your plans 
for this great occasion and to com- 
municate with us at once regarding 
all the material we are ready and 
waiting to send you. 


THE SCHOLL MFG. CO., INC. 


W orld’s Largest Manufacturers of Foot Comfort Appliances and Remedies 


62 W. 14th St., New York City 





112 Adelaide St., E. Toronto 
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=a. IN STOCK 


B683—White Kid 





BG682— Patent 
bd 99 B684—White Calf 
Araby B268S—Parchment Kid.. 


** Alfa” 


Goodyear Welts 


“Alfa” **Althea”’ 





B774— Patent a 
B660—White Calf e Goodyear Welt 
B565—White Calf o B179—wWhite Calf with B773—Patent ......... 
White Grain Calf Trim.$5.00 B659—wWhite Kid 
“Lark” “Clare”’ 


“ or) 
21/8 Heel Clare 
Cuban and 
Spanish Heels 

Full line displayed 

. New York Show 

, May 23rd, 24th 
dati and 25th 

33—Gun Metal Calf. .$4.50 

B70S—Patent Leather Room 846 
(Parchment Calf Pip- 4.50 Marbridge 


ing) og.g° 
B735—White Calf...... 4.75  _B573—Black Satin Building 
BS72—Patent Leather.. 4. a te nt, 94.25 
n Hee . 
BS75—White Kid ° B230—Black Satin, 
B2658—Parchment Kid.. 5. Cuban Heel ........ 4 
B224—White Satin..... 4.7 B226—White Satin, 15/8 
Spanish Heel 4 




















Terms 
Net 30 Days 








Cuban and Spike Heel 
B23G—Patent, 14/8 


one reiea. ais" THE MENIHAN COMPANY 


Spike Heel 
SHOEMAKERS FOR WOMEN 
Rochester, N. Y., U. S. A. 


New York Office: 846 Marbridge Bldg. Oakland, Cal., Office: 424 Bellview Ave. 
B. W. MOYLAN ’ “H."s. KUSHINS 

Cleveland Office: 1599 Union Trust Bldg. Los Angeles Office: 107 East Sth Street 
A. F. JENKS Cc. E. VanDEGRIFT 





B568 





Chicago Office: Majestic Hotel 
F. J. SATEK 


Makers of Menihan Arch-Aid Shoe 
Write for Agency Proposition 
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Three New Members Join Shoe Row 
In Des Moines Shopping Center 


Nisely, Arant’s and Nunn- 
Bush Open Modern 


Shops in Iowa City 


Des Moines, Ia. (UTPS)—Three 
new stores have been added to Des 
Moines Shoe Row on Walnut Street 
within the past two months. 

The first to arrive was one of the 
Nisely Chain, catering to women on 
medium priced foot wear. The store 
is tastefully furnished with walnut fur- 
niture, and this with the gray boxes 
and black and white floor presents a 
striking appearance. A. Shutt, the 
new manager, says their business has 
been extra good, there hardly being a 
dull day since the opening. Patent 
leathers are holding their own with the 
colors. 

The second store is the third place of 
business conducted by the Panor Shoe 
Company, and is known as Arant’s. 
This is one of the most beautiful stores 
in the city, the entire interior being ex- 
posed to view from the center plate 
glass window. The motif of decoration 
is in the Chinese Oriental and the ar- 
rangement is along the boudoir style. 
Only ladies shoes of a medium priced 
grade are handled. Jack Russell, for- 
merly manager of one of their other 
stores, is the manager. Mr. Arant is 
the new president of the Iowa Shoe 
Dealers Association. 

The third and latest acquisition is 
the Nunn-Bush Shoe Shop at 516 Wal- 
nut Street, located in the new Des 
Moines National arcade building. Wal- 
nut panel fixtures feature the interior 
decoration, with built-in glass show- 
eases. A fine rug covers the floor and 
the whole arrangement presents a most 
attractive appearance. The store has 
two entrances, one on the street and 
one into the arcade lobby. 

Max E. Cotter, well known in local 
shoe circles, is the new manager, and 
is ably assisted by C. E. Baker, for- 
merly associated with Harry Jacobson. 
This is the first Nunn-Bush store to be 
opened in the State of Iowa by this 
company. 


Wildfeuer On 5th Ave. 


New York—Wildfeuer Brothers, 
operating several retail shoe stores here 
have taken a 15-year lease on a store 
in the Central Mercantile Bank Build- 
ing, 44th Street and Fifth Avenue, and 
shortly will install a new shoe store 
there. About $50,000 will be spent in 
altering the store room. 








Shoes for Flood Victims 


MILWAUKEE — Charles Hafenbrack, 
prominent shoe retailer on the south 
side of Milwaukee, at 1102 Arthur Ave- 
nue, has made his contribution to the 
sufferers in the southern flood zone by 
donating between 600 and 700 pairs of 
women’s and children’s shoes to the 
Milwaukee branch of the American Red 
Cross and the St. Vincent de Paul’s So- 
ciety. Mr. Hafenbrack said that this 
was an opportune time to dispose of 
the shoes of obsolete styles to aid this 
great cause. 


Fast Work Opens Store 
Ten Days After Big Fire 


BrocktoN—When the _ Providence 
shoe store of the Geo. E. Keith Stores 
Co. was swept by a disastrous fire just 
before Easter, completely ruining the 
entire establishment with all its heavy 
Easter stock, Thomas J. Purvis, man- 
ager, showed his business acumen and 
foresight by immediately leasing 
another store, completely stocking it 
and re-opening for business within ten 
days. 

Cooperation of the in-stock depart- 
ment of the Geo. E. Keith Stores Co., 
and the Worcester and Springfield 
stores of the Keith Stores Co., greatl 
assisted Mr. Purvis in his stunt, which 
is receiving much commendation from 
officials of the company. 

Rush orders from the local stock de- 
partment were taken to Providence 
over the road by truck, and wanted de- 
signs were obtained from the Spring- 
field and Worcester managers who 
paused in their busy pre-Easter rush 
to pack shoes and ship them by special 
delivery to Providence. 

And to make the feat more note- 
worthy, Mr. Purvis reported to his su- 
periors that in the first week he was 
opened, he equalled the business of the 
corresponding month the year before, 
despite the new location. 


Hosiery and Shoes Gain 


New YorK—Sales of hosiery in de- 
partment stores in the Second Federal 
Reserve District in March, 1927, were 
9.6 per cent heavier than in March, 
1926, and sales of shoes were 3.2 per 
cent larger, despite the fact that much 
of the pre-Easter shopping this year 
was done in April instead of in March, 
as was the case a year ago, according 
to the Federal Reserve Bank here. 





Shoes Show Fair Gain 
in Southern District 


ATLANTA—Shoes comprised the only 
one of the leading lines in the South- 
east that showed a gain in sales during 
February, 1927, as compared with Feb- 
ruary, 1926, according to the monthly 
business review of the Federal Reserve 
Bank of Atlanta, concerning wholesale, 
retail and manufacturing sales condi- 
tions in the sixth reserve district, which 
comprises the group of Southeastern 
States. 

Sales of shoes reported by the lead- 
ing jobbers of the district did not show 
any very large gain in February over 
the corresponding month of last year, 
but the fact that any gain was shown 
at all is decidedly encouraging, in view 
of the fact that every other leading 
line reported a decline in the sales vol- 
ume all the way from 5 to 35 per cent, 
the average decline for all lines, ex- 
clusive of shoes, being approximately 
18 to 20 per cent. In the previous 
month, January, the report showed a 
decline in every line also with the ex- 
ception of shoes, the latter running 
approximately the same as in January, 
1926. The March figures are not yet 
compiled, but jobbers in Atlanta state 
that shoes will again show a gain over 
last year, and that sales for the first 
quarter of the year will average about 
4 to 5 per cent over the first quarter of 
1926, while every one of the other lead- 
ing wholesale lines will show a decline 
for the quarter. Compared with Janu- 
ary, 1927, sales of shoes in February 
showed a gain of nearly 15 per cent, 
also leading the field in this respect 
with the exception of drygoods, which 
showed a gain of 18 per cent. 

Another interesting factor is also 
noted in the jobbers’ reports on shoes, 
which is to the effect that collections 
have been showing an appreciable gain, 
and that not only are more retailers 
discounting their bills than have prac- 
ticed this policy in several months, but 
that the accounts in arrears at the end 
of the month were much less propor- 
a than at any time since last 

all. 


Change Price Policy 


KNOXVILLE, TENN. (UTPS)—A 
change of policy in regard to prices 
has been announced by Levisons, at 8 
Market Square. Main floor prices 
are now $4.88, $5.88 and $6.88, no 
shoe selling for more than $6.88. This 
change, according to Lew Klein, mana- 
ger, is due to the fact that he finds 
there is an increasing demand for the 
popular priced shoe here. Prices in 
the basement department are to remain 
at $1.88 and $2.88 but a line at $3.88 
is to be added. A line of children’s 
shoes will also be installed since an 
increasing number of calls for these 


| are received daily. 
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Women in increasing numbers—a tremendous army of buyers— 
are no longer content with just style but are demanding comfort 
beneath commanding style. They also have price prejudices which 
must be reckoned with if sales are made. 


To thousands of these women Riley’s Arch Relief Shoes mean 
footwear. They are loyal, consistent customers, cherished by 
retailers whose merchandising vision has led them to feature the line. 


If you are planning to attract a greater portion of community trade 
by offering footwear that is in harmony with current trends, Riley’s 
Arch Relief Shoes will bear strict consideration. 


Every merchant that associates with Riley, Fa: 
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“THE MARLON” “THE MARVIS” 


The Riley Shoe Mfg. Co. 


Columbus, Ohio 
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Joseph Klein Opens 
Another Baltimore Shop 


BALTIMORE, Mp. (UTPS)—Another 
retail shoe store has been opened by 
Joseph Klein, local shoe merchant. The 
new store is located at 900 West Balti- 
more street in a completely remodeled 
and improved store-front building. The 
other store conducted by Mr. Klein is 
at 941 West Baltimore Street. 

The new store is under the manage- 
ment of Mr. Klein’s son, Solomon Klein, 
who has been associated with his father 
in the original store founded by Mr. 
Klein. The new store is spacious, with 
shelving on three sides for stocks, and 
two large attractive show windows for 
display purposes. Several nationally 
known brands of shoes are being fea- 
tured including the Endicott-Johnson 
shoes, Lion Brand and others. 

A hosiery department has also been 
opened, in which hosiery for men, 
women and children is also being fea- 
tured. Mr. Klein was prompted in 
opening the hosiery section because as 
he expressed it, hosiery is for the shoe 
store, and the shoe store is the place 
for hosiery. Mr. Klein also carries 
hosiery at his store at 941 West Balti- 
more Street. Like the new store, the 
original store is a family shoe store. 





Big Trade on Special 


ROCHESTER, N. Y. (UTPS)—William 
Eastwood & Son Co. recently ran a 
quarter page advertisement in the 
newspapers calling attention to the fact 
that 22,530 pairs of their famous East- 
wood 104 Last shoes had been sold since 
they were put on the market less than 
three years ago. The shoes were sold 
in the Rochester and Buffalo stores of 
the company and by mail to customers 
all over the United States. 

The shoes are manufactured by a 
local factory according to specifications 
submitted by Eastwoods. These call 
for extra width at the ball, extra height 
at the throat, comfortable support 
under the arch, snug fit at the heel and 
cupped heel seat and indentation at the 
ball to permit the foot to rest securely 
without sliding or pinching. 


Miller Store in Norfolk 


RICHMOND, VA. (UTPS).— The I. 
Miller Shoe Store, at 331 Granby 
Street, Norfolk, Va., formerly known 
as “The Booterie,” now is being man- 
aged jointly by R. H. Field and J. 
Robert Cohn. Mr. Field came to Nor- 
folk from Philadelphia and New York 
City, where he was engaged in business 
with the Miller stores. All of the latest 
creations of the I. Miller factories are 
being shown at the Norfolk Granby 
Street store. 





Siroy with Stendal 


MINNEAPOLIS, MINN. (UTPS)— 
John Siroy, for many years buyer of 
shoes for the Standard Clothing House, 
has gone to the C. M. Stendal store 
at 606 Nicollet Avenue, Minneapolis, 
as store manager. He succeeds J. A. 
Berlin, who has gone with the Sterling 
Shoes Corp. at Milwaukee, Wis. 








Fire in Cox Store 


RICHMOND, Va. (UTPS)—Fire which 
swept the upper floors of two two- 
story buildings in the business district 
of Kinston, . May 8, caused 
damage estimated at $45,000 and 
wrecked the establishment of John G. 
Cox, shoe dealer. The blaze resisted 
the efforts of firemen for more than 
two hours. The buildings were owned 
by Mrs. Waiteman Hines and R. L. 
Blow. Insurance covered a third of the 
loss. The water damage was heavy. 


Timely Sport Trim 


BostoN—The Arnold Glove Grip 
shoe store windows featured a timely 
trim during the recently held Ameri- 
can marathon races in this section. 
This store is located on the ground 
floor of the new Hotel Statler Building, 
and attracts wide attention, as Mana- 
ger L. W. Hollis devotes much of his 
time after regular store hours to ar- 
ranging good displays of both men’s 
and women’s shoes, and hosiery. In 
this instance, he capitalized on the fact 
that Clarence DeMar, marathon king, 
wore the Arnold Glove Grip shoes when 
he raced to victory. The display was 
an excellent tie-up with a news event. 
A full life-sized photo of DeMar in 
running togs formed the background of 
the display; trophies won by DeMar, 
the Arnold Glove Grip shoes he wore 
in his recent race, and two pairs of 
Glove Grips for street wear, were 
featured. Many sales were made on 
account of this window, and several 
marathoners have since made requests 
for shoes like DeMar’s. 





Half-Day Saturday 


MILWAUKEE — Shoe retailers in the 
downtown section of Milwaukee will 
join other retail merchants in closing 
for a half-day on Saturday during the 
summer months. The summer Satur- 
day noon closing will begin July 9 and 
continue through Aug. 27, inclusive. 
The Saturday closing has been brought 
about by the retail division of the Mil- 
waukee Association of Commerce and 
Fred S. Krieger, head of the division, 
said that each year more merchants are 
joining in the movement. 





Look Down Into Windows 


SALEM, Mass.—A new idea here in 
window displays has caught the atten- 
tion of shoe merchants. A jeweler, 
skilled in arranging windows, has sunk 
the floor of one window to the street 
level, and has built up a background. 
He displays his goods on both the floor 
and the back wall. 

“Just the idea for us” said a shoe 
merchant. “One would look down at 
shoes in a window like this the same as 
one looks down on shoes as they pass 
along the street.” 





Adds Shoe Department 


DautLAs (UTPS)—Sam Norfolk, pro- 
prietor of the Norfolk Clothing Store, 
1217 Main Street, has added a shoe de- 
partment to his business. He is 
handling men’s shoes only and is 
featuring the Ralston lines. 











Some Improvement Noted 
in New Orleans Trade 


New ORLEANS (UTPS)—Business in 
the shoe trades has improved a little 
during the past week. This improve- 
ment has been gradual since the cutting 
of the levee below New Orleans, accord- 
ing to the retail merchants of New 
Orleans. 

The Easter business was lost prac- 
tically entirely, and a lot of the trade 
lost while the city was in suspense, 
waiting to see what the authorities 
were going to do to protect New Or- 
leans, has gone forever. But from now 
on for the next few weeks, provided 
there is no new cause for worry pre- 
sented to the people here business will 
improve. 

It is very doubtful if the business in 
New Orleans ever reaches a good pro- 
portion, before the people of the city 
start to go away on their summer va- 
cation. Of course this will hit the 
dealers in women’s shoes harder than 
it will the ones selling men’s shoes for 
the women can stay away from New 
Orleans for the full summer months, 
while the men will have to return in a 
short time. 


Four New Newark Stores 


BALTIMORE (UTPS) Four new 
stores will be opened by the Newark 
Shoe Co. according to incorporation 
articles filed in this State by the con- 
cern. The stores are to be located in 
as many cities for each of which the 
company has been incorporated with a 
capital stock of 1000 shares, having a 
par value of $10. The incorporators 
are Bernard M. Oberdorfer, Mollie G. 
Sadler and Charles W. Gosnell, and the 
Baltimore offices of the company are lo- 
cated at 719-25, which is also the home 
of the M. Samuels & Co., owners of the 
Newark Shoe Stores. 

One of the shoe stores for which the 
company has been incorporated is Car- 
bondale, Pa.; another is La Porte, Ind.: 
a third is Coshocton, Ohio, and the 
fourth at Bellaire, Ohio. Recently the 
company incorporated for the purpose 
of conducting a retail shoe store at 
Plymouth, Pa. 


Evans with Zimmerman 


BALTIMORE (UTPS)—D. Arthur 
Evans, well known retail shoe man, has 
become associated with Zimmerman’s 
Sensible Shoe Shop, Park Avenue and 
Saratoga Street, Baltimore. Mr. Evans 
has assumed the position formerly oc- 
cupied by Ernest Bowen, who recently 
resigned to become buyer for the shoe 
department of Isaac Benesch & Sons, 


Inc., 549-571 North Gay Street. Mr. 
Bowen succeeded Mrs. Ida Williams, 
resigned. 


New Store for Albany, Ga. 


ALBANY, Ga.—R. L. Jones, who for 
some years has been identified with the 
retail shoe business in the southeastern 
territory, recently organized a new 
retail shoe company at Albany under 
the name of the McLaughlin-Jones Co., 
Inc., with a capital stock of $9,000, the 
company opening a new retail store at 
this place. 
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To the Trade: 
Be Certain the Leather 


in your Shoes is 


GENUINE 
SOFT & TOUCM SCOTCH GRAIN 


There Is Only One Genuine Scotch Grain 


ORIGINALLY INTRODUCED AND MADE ONLY BY— 


W. & J. MARTIN GLASGOW, SCOTLAND 


All Others Are Imitations 


MARTIN'S 


“MARTIN'S SCOTCH GRAIN” has been proved reliable for wear and good 


appearance. 


Specify ““MARTIN’S SCOTCH GRAIN” for your shoes and retain the good- 


will and confidence of your customers. 
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THESE MODELS ARE IN STOCK NOW 
DRESSY, STRIKING EXAMPLES OF 


3 W’s LENOX SHOES 


For Misses, Children and Growing Girls in a Wide Range of Leathers 
and Color Combinations 


a 


The Brace Pattern 
Patent One Strap 
Paisley Trim 
4602 8% to 11 


5062 11%to 2 
8602 2% to 6 (Covered Heel) 2.85 


Cherry Red Pattern 
Paisley Trim Children’s, Misses’ and Growing 
Girls’ T-Strap, Cut Out 


4606—Child’s Patent 


Patent Colt One Strap 
Diamond Cut Out 


4609— 8% to 11 


Same Pattern in Roseblush 
and Parchment 


8% to 11—$2.15, 11% to 2—$2.35 
2% to 6 (Covered Heel).... 3.00 





5609—114%2 to 2 ’ 
Same—But Black and White Trim 

4612— 8% to 11 

5612—114%4 to 2 

7612— 2% to 6 (Cuban Heels) 2.45 


Weimer Wright & Watkin Co. 


39 S. SECOND ST. 


PHILADELPHIA, PA. 


FACTORY: ANNVILLE, PA. 
Sole Distributors for New York and Vicinity, Merritt Elliott & Co., 132 Duane St., 
New York, N. Y. 
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Black, 
Iguana Trim, 814/11. ..$2.10 


5606—NMisses’ Patent Black, 
Iguana Trim, 1144/2... 2.30 


8606—Growing Girls’ 2144/7, 


Covered Heels 


4608—Child’s Parchment, Rep- 
tile Trim, 814/11 


5608—Misses’ Parchment, Rep- 
tile Trim, 11% 
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HERE is a certain distinc- 

tiveness to our white shoes 
that makes them profitable mer- 
chandise for the dealer to sell. 


As we come into the white 
season thousands of dealers can 

No. 1717 — ne i ° 

“etta M” Women's finda dependable source of white 


white canvas one 
strap. 
No. 2256—tThe ‘‘Beverly Q"’ 


No. 2064 — This footwear in this unusual line Misses white canvas one strap 


pattern in Misses 
No. 2255—This pattern in 


which we merchandise through Women's 
our wholesalers. 











DINGLEY-FOSS SHOE COMPANY 


Fabric Shoe Manufacturers to the Wholesale Trade 


AUBURN, MAINE 


BOSTON SALESMEN’S OFFICES, 54 LINCOLN STREET 
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e 5 FOOT FRIEND SHOES 
Meet Today’s Demands 


Carried in Stock Ready 


The progressive merchant keeps his busi- 
ness in constant repair and abreast of the 
times by being ever alert for the merchan- 
dise that meets today’s demands—that satis- 
fies the desires of today’s customers. 


Foot Friends are instantly popular as soon 
as displayed because they give the active 
woman of today just what she wants—foot- 


wear that radiates smartness, yet gives com- 


LIZETTE—Stock No. P-251 js e 
Price $5.10 fort in walking—that offers these modern 


“Foot Friend’ tie in patent chrome, iti ic 
14/8 celluloid heel. Goodyear welt. qualities at a reasonable price. 
LIZETTE—Also carried in smooth 


poh eg tg Merchants everywhere are feeling the re- 
ee sponse to Foot Friends. They are feeling 
it in new customers coming into the store— 

in enthusiastic buyers—in quickened sales 


Not in stock — but quickly —added profits. 


available. 
A Foot Friend Courier is now in your terri- 


tory with the clever new models. Welcome 
him—for he brings you footwear that 
meets the modern demand for fast-selling 


merchandise. 


THE LAPE & ADLER CO. 


Makers of “Foot Friend Shoes” 
COLUMBUS, OHIO 


JOLLY —A_ distinctive new ‘Foot “FOOT FRIEND” COURIERS 
Friend’’ model—smart, refined, beautiful. . Dunbar Archer Dolph G. Hoyt Phil Miller 
Barney Coens A. Ray Jackson A. P. Richards 
Bertrand J. Coens + ae " > Jack Spurlock - 
Larry Conners al _L Tom Talbott 
Ray Glascock E J. O. Thomas 
J. C. Friedauer . R. MeNierney 
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Manufacturers Predict Darker 
Tans for Men Later This Year 


Lighter Tans Also to Hold 
Over, Says Our Style Man 


MILWAUKEE, WIs. — Retailers of 
men’s shoes are taking blacks and tans 
for immediate delivery in about equal 
quantities, according to Milwaukee 
shoe manufacturers, while the trend to- 
ward Fall seems to be toward the 
darker shades of tan. 

H. A. Unke of the Harsh and Chap- 
line Shoe Co., said that blacks and light 
shades of tan are selling about the 
same, and that business is very good. 
Doggy styles are still in good demand. 
For Fall the tendency in the dress 
shoes is toward the darker shades of 
tan, and it is apparent now that there 
will be a wide variety of styles in the 
grain leathers. The coarse and fine 
grains and the regular Scotch grains 
will all be in favor, said Mr. Unke. 
There is a continued demand also for 
the wide balloon toe, and the Harsh and 
Chapline company is preparing to 
bring out an extreme toe for the Fall. 

J. C. Johnson, sales manager for the 
Nunn, Bush and Weldon Shoe Co., be- 
lieves that the color trend in men’s 
footwear for Fall will not be toward 
the extremely dark shades of tan al- 
together, and he looks for fairly light 
shades also to be in vogue. At present, 
the blacks and light shades of tan are 
selling about equally as well. Mr. 
Johnson believes that the retail mer- 
chants will have too many light shades 
of tan in stock to go very heavy on 
the dark shades next season. As for 
the style trends, he said that the wide 
toe would probably be in demand _ in 
the cheaper shoe, by young men, but 
that the more conservative models 
would hold to the moderate toe. 

The standard lines of women’s shoes 
are proving the best sellers at the F. 
Mayer Shoe Co., according to Fred A. 
Mayer, as they have all this season. 
There has been a response on colored 
kids recently due to the warm weather, 
according to Mr. Mayer. It was slow 
in coming but merchants are more 
willing to buy to fill in their stocks 
than they have been. Parchments are 
the leading movers in the colors while 
roseblush is fair to good. Mr. Mayer 
said that he does not look for colors 
to move much after June 15. Whites 
are just beginning to be requested by 
the trade. The southern merchants 
have been taking whites, and when the 
weather becomes warmer in the north, 
Mr. Mayer anticipates a good volume 
on whites. 

Shades of brown will be very good 
for Fall, he said, in the tailor-made 
conservative shoes, but patents will be 

best movers in the style shoes. 








Leather men are already showing alli- 
gator and lizard leathers, in solids and 
trimmings. Some of them are all 
browns and some grays, and others are 
in blending shades and combinations. 
He said that there will be a large out- 
put of the alligators and lizards in 
ladies’ footwear for the new season. 


Shined Shoes and Teeth, 
Too 


PEABODY — Tanners here was as- 
tounded the other evening to see a 
street fakir demonstrate a new polish, 
by first shining his shoes and then 
shining his teeth, using the same polish, 
though not the same brush. 


Question of Trusteeship 
Discussed by Credit Men 


MILWAUKEE, Wis.—A discussion on 
the trusteeship of the adjustment bu- 
reau of the national association as 
against independent trustees formed 
the principal topic at the joint meeting 
of the Shoe Credit Men’s Association 
of Milwaukee and the Chicago Shoe 
Credit Men at the Elks’ Club here on 
Saturday, May 7. The general opinion 
of the credit men was that the adjust- 
ment bureau should handle outside ad- 
justments, but there is a question as to 
whether it could do the work more effi- 
ciently than could outside adjustors. 

. L. Sawyer, credit manager at the 
F. Mayer Shoe Co., Milwaukee, and 
president of the Milwaukee association, 
was authorized to appoint a committee 
further to investigate this matter. Ad- 
dresses were made by H. R. Rost of 
the C. W. Marks Shoe Co.; H. W. 
Jones, Firestone-Apsley Rubber Co.; 
and S. Arnstein, Florsheim Shoe Co., 
all of Chicago; and by C. W. Johnson 
of the Adams Shoe Co., Milwaukee. 

A number of credit men from the 
shoe industry in Milwaukee have been 
selected as delegates of the Milwaukee 
Association of Credit Men to the na- 
tional convention at Louisville, Ky., 
June 6 to 10. Among them are D. L. 
Sawyer, F. Mayer Shoe Co.; Miss E. 
Stetter, Nunn, Bush, and Weldon Shoe 
Co.; R. F. Willson, Simplex Shoe Man- 
ufacturing Co.; L. S. Lawrence, Port- 
age Shoe Manufacturing Co.; and C. 
W. Binzel, Holeproof Hosiery Co. A. J. 
Schoenecker of the Schoenecker Boot 
and Shoe Co., Milwaukee, has been 
elected a director of the Milwaukee 
group for two years. 








High Front Oxfords for 
Fall, Say Lynn Stylists 


LyNN—Production here is in moder- 
ate volume, with a stronger movement 
in better grades than for some time. 
Makers are watching the markets to 
see what the effects of the Mississippi 
flood may be, and the entire North 
Shore district is extending sympathy 
as well as helpful aid to victims of the 
disaster. 

Summer models continue as is—san- 
dals, plain and strap pumps and step- 
ins, all selling steadily. New style de- 
velopment shows many ideas in ox- 
fords and ties, patterns of oxfords 
ranging all the way from three to eight 
eyelets in height, and the ties revealing 
some fascinating ribbon trims. Low 
line, light built oxfords, are already 
selling for Summer. The high fronts 
are for Fall. Solid oxfords are fav- 
ored. Cut outs are used with discre- 
tion. The oxford should fit smoothly 
over the instep and snug down under 
the shank, so that the shank will look 
slim and shapely, and will show none 


| of the loose places that are called pock- 


ets, or bags. 
There is some talk of an extra high 


| cut oxford or of a bobbed boot, to be 


worn to football games and in the cool 
weather of the Fall. It is an extra 
pair propostion, or, at least, is so re- 
garded here. 

Patent holds the lead in leathers in 
Lynn’s production. More tan calf and 
kid shoes are being delivered to New 
York and a few other big cities. Some 
business is moving in whites. Tele- 
graphic orders come in for high hues, 
up in the red, blue and green hues, with 
green quite much in favor. Colors, in 
a general way, are moving toward 
woody and bronze hues for fall. Rep- 
tiles have come back in some of the 
better grade lines. 

_ Pipings, strippings and strapping, 
in decorative designs, are in vogue. 


Selby Shoe Meeting 


PORTSMOUTH, OHIO (UTPS)—Mark 
W. Selby, an official of the Selby Shoe 
Co., was the principal speaker at the 
monthly meeting of the Selby Superin- 
tendents’ and Foremen’s Association 
held at the restaurant in the Selby 
factory May 9. He spoke on Arch 
Preserver Advertising. Rose Donahue 
talked on sales methods employed by 
the factory, while M. W. Prosch re- 
ported on a questionnaire distributed 
several weeks ago. 

The announcement was made that 
Fred Lorey will have charge of 
athletics for the association during the 
year. 

Twenty members of the association 
signified their intention of attending 
the Ohio Association of Superinten- 
dents’ and Foremen’s meeting to be 
held in Cincinnati May 21. 
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N OT only do 
they attract the 
eye.... 


Beneath the 
surface is a sin- 
cerity of work- 
manship and 
materials which 
makes Fair Sex 
Shoes outstand- 
ing in many 
stores of the 
best standing. 


They attract - - 
They repeat. - - 


Fair Sex Shoes Are 
Bought with Confidence 


Sold with Profit 
“Feet-ure Fit’’ 


We offer for im- 
mediate delivery, 
fine fitting Pumps 
of German Silver 
Kid and of White 
Satin, 








Better Windows... 
Increased Profits 


With Fairy Forms 


HERE is a new way to give your windows new 

life, new snap—that will lift them out of the 
ordinary and make them distinctive. Fairy Forms, 
those attractive, colorful shoe trees, do the trick. 


Fairy Forms are molded over the manufacturers’ 
own lasts. They fit perfectly—that is why so many 
shoe retailers are demanding Fairy Formed shoes 
from their manufacturers. If you are not already 
using them, start at once to take advantage of these 
wonderful sales-builders. Your shoe manufacturer 
will gladly Fairy Form your display models if you 
request it, because this will help sell his shoes. 


Fairy Lasts for Resale 


An unusual opportunity for you to increase your 
profits on every shoe sale lies in Fairy Lasts—the 
latest addition to the Shoe Form family. Every pair 
of shoes you sell can be fitted with these charming 
Fairy Lasts for keeping them new and in perfect 
shape. 


Women adore Fairy Lasts because they are so 
light in weight, so beautiful and because they actually 
fit the shoes they tree. Begin making your share 
of Fairy Last profits now. Write us today for full 
information about our introductory offer. 


THE SHOE FORM CoO., Inc. 
Auburn, N. Y. 


Fairy Forms are fully Protected 
by American and Foreign Patents. 


FAIRY FORMS 








May 21, 1997 
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Continued Cold 
More Harmful 
Than Big Flood 





Warmer Weather Expected to 
Have Tonic Effect on Trade 


St. Louis—Business in the whole- 
sale district continues at an even pace 
with some few houses reporting a gain 
so far for the month of May. Unques- 
tionably the flood has been responsible 
for the slowing up of orders from 
those districts, as one house alone re- 
ported 25 of their salesmen unable to 
travel their territories. Other houses 
report a number of men in the same 
position. There is a general feeling 
that the rainy weather and low tem- 
peratures have hurt more than the 
catastrophe that has visited the Missis- 
sippi Valley. 

The style managers continue to busy 
themselves with new patterns in pat- 
ent leather. Some early Fall numbers 
are being worked up at this time which 
for the most part are patent. Some 
trimming has been used, but sparingly. 

Whites in popular priced footwear 
have gone over well. The merchan- 
dising manager of women’s footwear 
in one of the largest houses said his 
popular priced white footwear was 
completely cleaned out, but the higher 
priced numbers are not moving as fast 
as he would like. It was his opinion 
that when the warm weather opened 
up there would be a good demand for 
white shoes and that there will be a 
‘shortage. 

Black, of course, with cold weather 
prevailing has outstripped all other 
materials in the style field. They are 
at least 60 per cent and some places 
quote even a higher percentage than 
this. Sandals continue to be good in 
patterns and more and more pairs are 
observed on the streets. The foreign 
sandals of woven materials have se- 
cured a good hold on the trade and 
stores report them better than fair. 
One element which works against their 
complete success is the variation of 
prices. The public can scarcely detect 
much difference between high and low 
grades, 





Philip H. Volk Dead 


BALTIMORE (UTPS)—Funeral — ser- 
vices for Philip H. Volk, head of P. H. 
Volk & Co., wholesale dealers of leath- 
er, 2-4 West Lombard Street, were held 
from his late residence, 1913 North 
Fulton Avenue. Burial was in Wood- 
lawn Cemetery. 

Mr. Volk was born in Baltimore 
‘sixty-eight years ago. After graduat- 
ing from Knapp’s Institute, he engaged 
in the leather business and became 
head of P. H. Volk & Co., one of 
the leading and largest wholesalers of 
leather in Baltimore. He was active in 
the Association of Commerce, the Arion 
Singing Society and in Corinthian 
Lodge No. 93 of Masons. Mr. Volk is 
survived by his widow, Mrs. Eva M. 
Volk; two sons, Irvin Volk and W. Mil- 
ton Volk; a sister, Miss Jennie Volk; 
a brother, Leonard Volk, of Dallas, 
Tex., and three grandchildren. 





Ornsteen to Make New Line 


HAVERHILL — The Ornsteen Shoe 
Company is planning to add a line of 
growing girls’ shoes to its local produc- 
tion. The firm now makes women’s 
shoes exclusively for the wholesale 
trade. Production on the growing 
girls’ shoes will begin at about 800 
pairs daily. The firm has made appli- 
cation to the Shoe Board for prices 
applicable for this type of shoe and 
hopes to get under way with this new 
line within a short time.’ The line is 
not entirely new to the Ornsteen firm, 
growing girls’ types having been made 
im limited volume until two years ago. 





Cooperative Plants Are 
Banned by Labor Union 


HAVERHILL — Cooperative factories, 
“Golden-Rule” plants, and stock-taking 
and profit-sharing movements of every 
description in the local shoe industry 
this week came under the ban of the 
Shoe Workers’ Protective Union. Sev- 
eral movements under consideration in 
the industry have been temporarily 
dropped because of the union ruling 
forbidding members to sign individual 
shop agreements, or to ally themselves 
in any way with their employers. 

The matter is being taken up by 
several manufacturers with the union 
district council with the idea of con- 


-verting them to the cooperative move- 


ment. It is declared that employees do 
not have to sign agreements or buy 
stock unless they desire, the main pur- 
pose of the cooperative ideas to be to 
increase factory efficiency by a form 
of factory government. In one plant 
where committees on waste, grievances, 
and sanitation have been appointed 
among the employees, many practical 
reforms have been concluded. Such 


industrial relations are declared by | 


the manufacturers of great benefit to 
both employers and employees, increas- 
ing efficiency and causing the shoes to 
come through better. 





Women’s Shoe Factories 


Sampling Brown for Fall 


BostoN—Women’s shoe factories in 
this section are sampling brown leath- 
ers for Fall in various tones, to corre- 
spond with the new soft tones of blues, 
tans and greens, which designers in 
fabrics are showing. Among the new 
shades of brown sampled is bronze, and 
at least one shoe stylist predicts that this 
will be the next big favorite in the foot- 
wear color vogue. More suede leather 
is being sampled than has been the 
case for some time, and already makers 
of women’s moderate-priced shoes are 
including suede in their late samples; 
some are using it for the entire shoe— 
others for trims, only. 

Pastel parchment and stroller tan 
shoes are moving quickly for immediate 
delivery; there is also a good movement 
on light grays and white also for imme- 
diate delivery. The one-strap pattern 
continues to lead in the volume trade. 

Shoes for Fall are being cut on 
higher lines, in many walking types, 
with stouter soles and lower heels. 
Orthopedic, or corrective shoes, in their 
new. styleful designs, continue to be 
good sellers. 








Bradford Shoe Company 


Votes to Liquidate 


CoLuMBus, OHIO (UTPS).— The 
board of directors of the Bradford Shoe 
Co., which has opened a women’s shoe 
factory in Columbus, located at 232 
Neilson Street for 21 years, recently 
voted to liquidate the company. The 
company has been unusually prosper- 
cus and was ready to start its travelers 
out with new samples for the fall sea- 
son, when the board took action. The 
cause for the action was the fact that 
the control was secured by people, out- 
side of the organization and these 
stockholders decided to liquidate and 
get their money out of the business. 

To carry out the mandate of the di- 
rectors Emery Bradford, who has been 
president of the company Since the 
death of his .brother Frank Bradford, 
was named liquidating trustee by the 
board of directors. No court action 
was taken and all creditors will be paid 
in full and stockholders will receive at 
least their original investment. In the 
process of liquidation, all shoes which 
were in process of manufacture will be 
finished and shipped to customers on 
specified shipping dates. Then the ma- 
chinery and equipment as well as raw 
materials will be sold and the building 
occupied by the company, which is a 
valuable piece of real estate will be 
disposed of. 

The Bradford Shoe Co. has outstand- 
ing stock of $216,000. 

It was organized 21 years ago by 
Frank, Emery and Henry Bradford, 
George L. Risley, Sr., and others. It 
has been located in the same building 
since its inception but during that 
period two additions have been built 
to the factory to increase its capacity. 


Predict Gay Galoshes 


PHILADELPHIA, Pa. (UTPS) — The 
gaily colored galosh will be in sharp 
competition with the sober black ones 
for women’s winter foot protectors 
next winter, according to representa- 
tives of the United States Rubber 
Company who were present at a dis- 
trict sales convention at the Ben 
Franklin hotel here last week. The 
galosh is now made in many colors 
and of materials to match any style 
of shoe with a lining that will prevent 
the staining of light-hued hosiery. 
Quick fasteners are another advantage. 

G. H. Hollingsworth, who was in 
charge of the meeting, announced 
there was an advance in order book- 
ings over those for last winter. 





High Grade Shops Busier 


BrocKTON—The past week has been 
one of mixed reports, with some of the 
factories turning out the better grades 
of work showing improvement while 
other plants, including those which fea- 
ture job production, have not been so 
busy. One of the largest plants re- 
ported one of the best business weeks 
since 1926, with particularly heavy 
calls for light Summer shoes for June 
1 deliveries. Several of the shops are 
pointing to stock-taking still several 
weeks away, and production is being 
lessened gradually. - 
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‘Fastenette”’ 


Is In-Stock—$4.00 


The “Fastenette” is sup- 
plied with a strap and 
buckle which can be re- 
placed by a black or white 
ribbon. Two shoes in one 
—a buckle strap or a Theo 
Tie. 
ALL PATENT LEATHER 


PATENT LEATHER WITH 
BLACK AND WHITE TRIM 


$4.00 


ALL WHITE KID 
$4.35 


20/8 Spike and 14/8 Cuban Heels 
A-B-C 


(No orders for less than 12 pairs) 

















TUFSKIM 


May 21, 192; 


SOCK LININGS 


ALWAYS 


SOFT AND CLEAN 


Women like shoes 


‘dainty within as well 


as without. Tufskim 


sock linings make 


them so — and keep 


them clean, soft and 


cool. 


*Tufskim lin- 
ings” written 
in the next or- 
der to your 
manufac- 
turer, wil] 
show him you 
are abreast of 
the times, and 


want the best! 


In three 
weights, plain 
or felt backed. 


RESPR O 


Providence + 


IN Ceo 
R.1. 
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QUALITY 


UNIFORMITY RELIABILITY 





E high quality of “(Company Leather” is shown by 
the insistent demand for its offal. 


Uniformity of selections, cutting value, standardization of 
color, texture and fiber, are the qualities which are re- 
sponsible for this demand. 


BELLIES SHOULDERS HEADS 
‘DOUBLE ROUGH SHOULDERS 
for 


FLAT AND MOULDED COUNTERS 
SHANKING HEELING BOX TOES 
WELTING BODY BELTS 
STRAPS, ETC. 


















“Company Offal’’ insures a quality product that meets 
every requirement in the making of America’s finest 
footwear. 


THE UNITED STATES LEATHER COMPANY 


NEW YORK BOSTON CHICAGO CINCINNATI ST. LOUIS RICHMOND 
Selling Agents: 








McADOO & ALLEN L. H. NELSON & CO. J. W. MILNER H. SCHOELLOKOPF 
Philadelphia San Francisco Liverpool Zurich 
W.HVISTENDAHL & CO. A. W. HOGAN F. MEYER & CO. F. W. BRADSHAW 


Oslo Kobe Copenhagen St. John’s 








NOTHING TAKES THE PLACE OF LEATHER 
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WHERE TO BUY 
Men’s Shoes 





NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 

Manufacturers of 

MEN’S FINE 
SHOES 


Brockton, Mass. 

















Richards & Brennan Co., Randolph, Mass. 


<\ instill 
BOSTONIANS 


Shoes for Men 


COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 























RADE ONLY” 


EAST WEYMOUTH.MASS. U.S.A. 





. HENRY LILLY CO. 
110 Duane St. New York 


AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 














M. A. PACKARD CO., Makers 
BROCKTON 


Ault-Williamson Starts 
Profit-Sharing Plan 


Charles Ault, 
president and 
treasurer of the 
Ault - Williamson 
Shoe Company of 
Auburn, Maine, 
announces a new 
profit-sharing plan 
for the benefit of 
retail merchants. 

To those custom- 
ers whose net ship- 
ment for the fiscal 
year Dec. 1, 1926, 
to Nov. 30, 1927, 
exceed shipments 

for the year Dec. 1, 1925, to Nov. 30, 
1926, a profit sharing check will be sent 
at the end of the year. This check 
will be figured at 5 per cent on the in- 
crease of shipments during the com- 
parative periods shown. 

Mr. Ault says that this profit sharing 
plan is by no means to be considered 
as a price reduction as their costs are 
based on 1926 sales; neither is it an 
additional discount. It is a profit 
sharing check in every sense of the 
word to be sent to those customers who 
helped increase his sales and thus in- 
crease his profits so that he can share 
his profits with them. 


New Shoe Stores 


Bertha F. Beard, Hagerstown, Md., 
shoe. dept. 

Foot Saver Boot Shop. (H. B. Za- 
vitz, Proprietor) 19 West Market 
Street, Indianapolis, Ind. 

Kline Shoe Store (Health Shoe 
department, featuring Cornell Health 
Shoes, St. Louis, Mo. 

Flexridge Shoe Department (Ste- 
vens Shoe Co., Mason City, Iowa. 

A. H. Simon, 2021 East Seventy- 
first Street, Chicago, Ill. (second store 
here), to open August 1—Samuel 
Goodman in charge. 

Turkel Shoe Store, Worcester, Mass. 

Newton Shoe Shop, 169 Harvard 
Avenue, Allston, Mass. 

Wise Shoes, Inc., (chain store) New 
Salmon Tower Building, 11 West 
Forty-second Street, New York City. 

Goldwyn’s Sheboygan Store, 817 N. 
— Street, Sheboygan, Wis., shoe 
ept. 

Bert Heartt, 1005 Fair Oaks Ave- 
nue, South Pasadena, Cal., will open 
June 1. 

Jordan & Skidmore, Scottsboro, Ala., 
shoe department. 

W. W. Kenmore, Rush Springs, Okla., 
shoe department. 

David Sykes, Emporium, Pa., shoe 
department. 

Edward Tessman, Healy Bldg., East 
Troy, Wis. 

Fred Lending, Louisiana, Mo., shoe 
department. 

Brock Bros., 127 Vine Street, Knox- 
ville, Tenn., shoe department. 

Clarence Veldman, Freeport, Mich. 

J. M. Thornton, Grand Rapids, Mich. 
(to open shoe department in men’s 
wear store.) 

Marshall-Matheson, Yonkers, N. Y. 
(Mr. Loane, manager.) (Matrix shoe 
department. ) 





Randolph Factory Busy 


RANDOLPH—Through the good offices 
of a Brockton union agent, satisfactory 
agreement has been reached for an 
equalization of prices for various styles 
and grades of work at the Richards & 
Brennan Co. factory here. With the 
readjustment, the concern begins a 
slight increase in production which is 
expected gradually to increase until 
capacity is reached. Some slight re- 
ductions were put into effect, but in 
the most instances, it is said, prices re- 
main about the same. 


Big Dividends Earned by 
New Adjustment Policy 


ATLANTA—That it is a paying mer- 
chandising policy to keep the customer 
always satisfied is clearly shown in the 
remarkable success that the depart- 
ment store of the M. Rich Brothers Co., 
of Atlanta, has had with a new claim 
adjustment policy adopted by the com- 
pany several months ago, when the 
announcement was made that hence- 
forth every customer would be allowed 
to adjust his, or her, own complaint, 
and without any strings to the offer. 
The success of the plan is evidenced in 
the substantial gains that have been 
made in the different departments of 
the store since the policy became ef- 
fective, figures recently given the Boor 
& SHOE RECORDER showing a really re- 
markable volume of business being 
done in both the hosiery and the shoe 
departments of the store, officials giv- 
ing as one of the reasons for these 
gains the liberal adjustment policy in 
vogue at the store. 

The total sales given the Boor & 
SHOE RECORDER are for the whole of 
last year, and show that the two above 
departments did a volume of business 
larger than that of any other store in 
the southern territory on these two 
lines, and a volume that will undoubt- 
edly compare very favorably with the 
largest records made in this respect 
last year by any store in the United 
States. 


New Chisholm Store 


CLEVELAND (UTPS)—An exclusive 
men’s shop was opened May 5 on 
Euclid Avenue by The Chisholm Shoe 
Co., which now onerates seven stores 
in Cleveland, three in Detroit, and one 
in Toledo. The new store is one of 
the finest in Cleveland and well located 
in an active business section. 

Officers of The Chisholm Co. are as 
follows: C. K. Chisholm, president; 
H. M. Chisholm, vice-nresident; M. C. 
Peterson, secretary, and Stanley Chis- 
holm, treasurer. 


Questions and Answers 


AusTIN, TEx. (UTPS)—The Cinder- 
ella Slipper Shop is running a series 
of question and answer advertisements 
that are bringing fine response. A 
question of special interest to women 
heads these advertisements, while th 
answer always explains why shoe: 
should be bought at this shop. 
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Foreign Trade Meet Held 


BostoN—The Fifth Annual meeting 
of the New England Foreign Trade 
Conference was held on May 10. 
Among the members of the trade who 
took part in the speaking program 
were: L. E. Hills, export manager of 
Rice & Hutchins, Inc., who talked on 
“Cuba”; W. W. Heckman, who talked 
on “Conditions in the River Plate Sec- 
tion,” and Norman Nexon, export 
manager of S. L. Agoos Tanning Co., 
Inc., who talked on “Colombia.” 





Early May Production 
Showed Gain in Haverhill 


HAVERHILL—Buying for immediate 
delivery maintains local production at 
about 60 per cent normal. Early May 
production was notably better jd 
that immediately after Easter. There 
is some re-ordering on Spring and 
Summer merchandise, with varying re- 
ports being made on Summer-wear and 
sports. Patent leather footwear runs 
strong throughout the industry, with 
white kid and black satin also con- 
spicuous. Salesmen are preparing to 
go into their territories with their new 
line of samples within the next ten days. 
The new shoes are being received with 
enthusiasm by the roadmen. Tighter 
credits in the manufacturing branch of 
the industry and sounder retail condi- 
tions are predicted to make the Fall 
season outlook good. 

Whites are being made for late May 
and June shipment by many factories 
and are mainly plain kid slippers, one- 
straps and a limited volume in ties and 
sandals. Sport shoes show much per- 
foration and piping in contrast to the 
liberal use of reptile trimming of a 
year ago. Fancy front-sport oxfords 
are having a wave of popularity. 





Collar Names Committees 


MILWAUKEE—Charles Collar, presi- 
dent of the Milwaukee Shoe Retailers’ 
Association, has made the following 
committee appointments for the ensu- 
ing year: 

Legislative, A. B. Caspari, chairman; 
Henry Lemay, O. A. Hensel, P. Kuecker 
and Michael Cyganek; welfare, W. J. 
Muckle, chairman; Herman Pape and 
R. Paulson; publicity, A. C. Klein, 
chairman, and William F. Wuerl; en- 
tertainment, Frank L. Kuczynski, chair- 
man; Ed Schneider and E. Diamond; 
auditing, Robert Kurz, chairman; Wil- 
liam Graebel and Emil Ahrens; mem- 
bership, North Side, August Kuphal, 
chairman; Robert Kurz, John Geisin- 
ger, Robert Schuh, Ed Hafemeister; 
South Side, A. Kaller, chairman; Wil- 
liam Vahl, F. Meier, Adolph Bluhm, W. 
Samolinski and Frank L. Kuczynski; 
Downtown, A. B. Caspari, chairman; 
Joseph A. Schumacher and Charles 
Helmbacher. 

The board of directors constitutes 
the grievance committee. 





Stephen Rauber Dead 


RocHEsTER, N. Y. (UTPS)—Stephen 
Rauber, formerly a prominent shoe 
manufacturer here, died at his home in 
ry city last week. He was 77 years 
old. 





Buckle Man Off for Europe 


PROVID E N CE, 

I. — William 
Reynolds, presi- 
dent and treas- 
urer of the Rey- 
nolds Co., manu- 
facturers and im- 
porters of shoe 
ornaments, ex- 
pects to sail for 
Paris within a 
few days. Mr. 
Reynolds plans to 
visit steel buckle 
manufacturers 
from whom he 
buys and to keep on the look-out for 
new ideas in ornaments. He will be in 
Paris about three weeks and then will 
leave for Ostend, Belgium, to attend the 
convention of the International Rotary 
Clubs, following which he will tour 
England, Austria, Italy and Germany. 





Wm. Reynolds 





To Fight License Law 


SPOKANE (UTPS)—Counsel has been 
engaged here by the Scholl Manufac- 
turing Co., Chicago, makers of foot cor- 
rective apparatus, to fight the arrest of 
one of its demonstrators by the inspec- 
tors of the Washington State bureau of 
licenses. H. J. Bosse, representative of 
the concern, was arrested at Burgan’s, 
a department and mail order store, 
when he demonstrated the appliances 
on the feet of patrons, the State in- 
spectors alleging he was practising 
chiropody without a license. 





Sample and Penrose Stock 
Sold by Glosser Bros. 


JOHNSTOWN, Pa. (UTPS)—Follow- 
ing the purchase of the stock of the 
Sample and Penrose shoe stores, de- 
clared involuntarily bankrupt last 
month, Glosser Bros. staged a sale 
that in the words of Manager Harry 
Domesek proved that offerings of 
merit are not allowed to stand long. 
Comprising men’s, women’s and _ chil- 
dren’s styles, the stock was sold in six 
price groups, starting at 25 cents and 
ending at $2. The sale drew large 
crowds. 

The Penrose Shoe Company, man- 
aged by Louis Wainger, was in the 
wholesale business here for five or six 
years. Continuing its wholesale trade, 
it branched out last year with the two 
retail stores, which were ‘maintained 
on the two principal business streets 
of the city—Main and Market. 

The Sample Shoe Store, it is an- 
nounced, will be re-opened under the 
management of Mrs. Amelia C. 
Wainger, wife of Louis Wainger, who 
was in charge of this unit of the busi- 
ness at the time of suspension. 





Arrow Store Quitting 


PHILADELPHIA, Pa.—The Arrow 
Shoe Store now located at 3622 Ger- 
mantown Avenue is being discontinued 
and the proprietors have leased space 
in the Rosenfeld Department store at 
Fifth and Olney Streets. 





WHERE TO BUY 
Men’s Shoes 








Je) Lae 
50 STYLES IN STOCK 
Ready for Delivery on the Dot 


EMERSON SHOE MFG. CO, 
Rockland, Mass. 




















a F-REYNOLDS Com, 
BROCKTON MASS. 








STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 


“They've Cot to Be Stetson 
to Be Snappy” 


THE STETSON SHOE CO., Inc. 











South Weymouth, Mass. 








WHERE TO BUY 
Standard Shoe Materials 


os 











Strong and Flexible 
Counter Board 
Made from 
Long Fiber 

ae by 
The Sterling Fiber Board Co. 


Sales Office, 501 Fifth Avenue, 
New York 


West Virginia 


The high reputation of its users 
is significant of its merit. 
Pulp Product Department 
West VirginiaPulp& Paper Company 
Detroit New York Chicago 





@ 
STERLING 














Rae Ba 
terproof 
at 


Epi 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 





Novelty SlipperCo. 


Makers of 
Boudoir Slippers of the 
Better Kind 
121-131 West 19th Street 
New York City 








pper 
RED BLACK TAN 





Swan Shoe Co., Baltimore, Md. 











PARISTYLE FOOTWEAR MFG. CO., INC 
41-45 Washington Ave., Brooklyn, N. Y. 
New York Office, Room 1116, 1328 B'way 
GRADE TURN MULES and D’ORSAYS 
Gatins, Kids, Brocades and Fancy Patterzs. 


? $27.00 per doz. and Up. oa 








Men's All Leather House Slippers 

IN STOCK 
Everetts 

@olden Brown Kid 

—Hand Turned—8 

Iron Sole—Rubber 

Heel. 

Send fer Sampics 

ROTH & ROSENBERG SHOE OO. 
124 N. 3rd St., Philadelphia 











WHERE TO BUY 


Shoe Ornaments 














Do You Know? 


That you can buy or sell it through 
the “Where to Bay” columns. This 
feature in its quick service is a time 
_saver in meeting immediate needs. 

















Assets are “what you’ve got.” 


Ed. 





Merchandising Fundamentals 
By Ernest A. Burrill 


Retail Contact Man, Geo. E. Keith Ca 


A stock reduction of $3,000 plus an operating profit of $4,500 
would combine to make possible a reduction of indebtedness from 
$9,000 to $1,500. The $4,500 earning would reflect in increasing 
the capital account from $21,000 to $25,500. If the earning reflected 
in the operating statement does not reflect in the financial state- 
ment the reason why should be sought out. 

Inventories for the past three years should be condensed and 
studied horizontally as well as vertically. 

An “objective” or “budget” inventory, as illustrated in the second 
column above should be set up. Such budgeting is “markmanship” 
—just as essential as “salesmanship.” 


Liabilities are “what you owe.” 

Net worth is “what you’re worth.” : 

A Budget is “what you’re going to do about it.” 

‘ye ~ second of a series of ten merchandising sermons in tabloid form.— 
ote.) 


* 21.000 
2000 
500 

_3500 
27,000 


26800 








Store Expansion—Third 


Time in Seven Years 


Fort WortH, TExX—L. G. Gilbert & 
Co. are building an addition to their 
store on Houston Street. They will 
occupy thirty feet on the street floor 
of the building adjoining the store, and 
fifty feet on the second floor, giving 
them a front of eighty. feet on Houston 
Street, and as they run through the 
block, they will have a front of seventy- 
five feet on Main Street, making a total 
of thirty-five thousand square feet of 
selling space. This will necessitate the 
re-arrangement of the entire store. 
New departments will be leased; many 
convenience features will be added—a 
commodious rest room for customers is 
contemplated. Wider aisles and the en- 
larging of various departments will 
take place. Modern equipment will be 
installed in the shoe department, 
special attention being given to the ar- 
rangement of the boys’ department, 
with the view of making it the best in 
the city. 

The Gilberts have been in business 
here for 35 years, and have built up 
a fine business reputation. This is the 
third time in seven years that the en- 
largement of this store has been neces- 
sary. 


I. Miller Convention 


New York—I. Miller & Sons will 
hold their semi-annual dealers’ conven- 
tion and style show in their Long 
Island City factory next Tuesday, 
Wednesday and Thursday, in addition 
to participating in the Brooklyn Style 
Show at the Frotel Commodore, New 
ang on the first three days of the 
week. 





Open New Department 


PorTSMOUTH, OHIO (UTPS)—A 
women’s and children’s shoe department 
was opened in the Bragdon Dry Goods 
Company’s store on Gallia Street, May 
13. The department is leased and will be 
operated as a link in a chain of similar 
departments. The department is _lo- 
cated on the third floor and will be 
managed by W. S. Hamilton of Man- 
chester, N. H. 


Miss Buchner on Trip 


New York—Miss E Buchner of the 
Leather de Luxe Company of New 
York recently made a trip through a 
number of shoe manufacturing centers, 
and was very much successful in put- 
ting over the new numbers which this 
organization is introducing for the 
Fall season. Her itinerary included 
Boston, Rochester and several other 
centers where high style shoes are 
made. 


Levy Off to Europe 


CINCINNATI, OHIO 

—August Levy, vice- 

president and chief 

of the buying staff 

of the Charles Meis 

Shoe Co., left with 

his family on an ex- 

tended trip to 

Europe May 21. Mr. 

Levy sailed from 

New York on the French Liner “La 
France” going direct to France, after 
which he will visit Germany, Italy, 
Switzerland and England. The return 
trip will be made about the middle of 
July. 


. 
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Testimonial Dinner for Elkind 


NEw YORK—Samuel Elkind, owner of 
the Empire Shoe, a retail chain consist- 
ing of nine stores, four in New York 
and one each in Yonkers, N. Y., Phila- 
delphia, Pa., Paterson, Newark and 
Jersey City, N. J., was the recipient of 
a testimonial dinner and dance ten- 
dered him by his employees at the Hotel 
McAlpin, Sunday, May 15. More than 
200 persons were present, including 
many in the manufacturing and whole- 
sale trade in New York and Boston. 





During the course of the evening, 
Mr. Elkind was presented with a wrist 


watch on the back of which was en- | 


graved the ten commandments. The 


dinner and dance were arranged under | 
the direction of Arthur A. Schultz, | 
general manager of the organization, | 


who wrote a number of original songs 
that were sung by the assemblage. 

Plans are under way for the forma- 
tion of a mutual benefit association 
among the Empire employees. 








Kalter-Cerf Mercantile 


Company Liquidates | 


New York—Liquidation of the Kal- 
ter-Cerf Mercantile Co., New York shoe 


jobbers, at 525 Broadway, has virtually | 
the | 


been completed. Confirmation of 
liquidation was made by officers of the 
firm when it was learned that the 


Golden Eagle Dry Goods Co., Denver, | 


Colo., and other firms had purchased 
nearly the entire remaining stock of the 
business. 


Max Kalter and Julius Cerf, heads 
of the jobbing house, will retire from | 


business altogether, it was stated. Mr. 
Kalter is in Europe at present. An in- 
dividual jobbing business will be begun 
by Harry Rosenwasser, former secre- 
tary of the Kalter-Cerf Mercantile Co., 
he announces, under the name of the 
Surplus Mercantile Co., at 519 Broad- 
way. 


Supplied Two Style Shows 


KNOXVILLE, TENN. (UTPS)—Shoes 
from the Peacock Shop, Clinch Street, 


were used in the two style shows pre- | 


sented by the Junior League at the 
Riviera Theater and the Traffic Club 
banquet at Whittle Springs. 





A variety | 


of styles and colors were used, em- | 


bracing practically the entire 


line. | 


Colored kids, pastel parchment, which 
has proven one of the most popular | 


colors of the season, white kid, patent 
and black satin in the new Ninety last 


pump and narrow strap models were | 


featured with street and afternoon 
dresses, while the embossed kid, satin 
and a tinsel cloth, one strap slipper 
were used with the evening frocks. 


| 
| 
| 


| Philipson-Lockwood, Inc. 


Buys Kozak & McLaughlin 


YorK — Philipson - Lockwood, 
40 West 
Twentieth Street, has purchased the 


NEW 
Inc., shoe manufacturers, 
patents, 


entire plant, grounds, 


duction of shoes under their own name 
in the Long Island City plant about 
June 20. 
& McLaughlin property was consum- 
mated this week and plans for the tak- 
ing over of the plant are well under 
way. The firm of Kozak & McLaughlin 
will liquidate. Harry McLaughlin died 
several months ago and Joseph Kozak 


has been carrying on the business since | 


then. 

The firm of Philipson-Lockwood is 
well known to the high grade trade 
and is composed of Samuel J. Philip- 
son and W. W. Lockwood, both 
whom have had long experience in the 
shoe trade. Samuel Philipson started 


as a retail shoe salesman but for many | 


years has been engaged in the manu- 
facture of high grade shoes for women. 

The Kozak & McLaughlin plant is 
one of the most modern and _ best 
equipped in the new shoe district in 
Long Island City. 


Denies Retiring Rumors 


BROOKLYN, N. Y—H. Jacobs & Sons, 


| Ine., manufacturers of stitchdowns and 


felt slippers, are offering a reward of 
$500 for information leading to the ar- 
rest and conviction of the person or 


persons who have been circulating ru- | 


mors to the effect that the company is 
discontinuing business. 





WHERE TO BUY 
Ballet Slippers 


la ll ll el i nl eli a 





Im Steck Black Bal- 
let Slippers 
Ladies’ $1.25 pr. 
Mi secs’ fi:3o pr. 
Childs’ $1.15 pr. 
BLOG SHOE CO., ING, 
147 Duane St. 


New York, N. x. 








LYONS AND COMPANY 
Hand Turn BALLETS 
Wo's. Miss’. "s 
$1.45 $1.40 $1. 35 
Also Hard Toes 
IN STOCK 
Send for Samples 
122-124 Duane St. 
New York, N. Y. 








Sumith 


BA LLETS 


Rights and Lefts 
Two Grades 
Wos Miss. Chi 
$1.50 $1.45 $1.40 
125 1.20 1.15 


we. 
In SUMNER 








lasts | 
| and equipment of Kozak & McLaughlin, | 
| Long Island City, and will begin pro- 


The purchase of the Kozak | 


Ss *k SMITH 
soem 325 W. Monroe St. 
ALLETS 
Turn, Vici Kid 
Improved In Stock 


Chicago, Ill. 
Soft Toe: Child’s $1. 16: 
Misses’ $1.20; Wom 
$1.25. Hard toe: chil : 
$2.25; — $2. 
Women’s $2.3 


Alse ane ‘Grades 

In Stock oe Slipper Ce. 
New York 
Slippers 


Samples on Request , ALT, ~~ 








BALLET SLIPPERS—IN STOCK 
of the unusual kind 

Bi02 Bik. Glazed Kid, Soft Toe 

Child’s 6 te i—$1.35 

Misses’ 11/2 to 2— 1.40 

Women's 2" to 8B— 1.45 


Also mard Toes 


SCHWARTZ & HERDER, Inc. 
Specialists in Ballet Manufacture 


241 No. 11th Street - Philadelphia, Pa. 











of | 


HAND TURNED, BLACK KID 
BALLET SLIPPERS 
In STOCK 
Women’s, $1.35; 
Misses’,$1.30; 
Children’s, $1.26. 
Mail orders prompt- 
ly attended to. 
& ROSENBERG SHOE CO, 
N. Srd St., Philadelphia 


Send for 














WHERE TO BUY 


Store Fixtures 


{ r 


G OO D WINDOWS 
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WHERE TO BUY 


Women’s Novelties 


Are you makin 
33% % Markup in in your 
ladies’ fancy shoes 

You can on our line. 
Samples sent and re- 
turnable our expense. 


Samuel Cohen Shoe Co. 
72-82 Lincoln St. 
Boston, Mass. 





Latest Styles at 
Popular Prices 
s in Stock. ~ 

STL~NEW YORK 











WHERE TO BUY 
Children’s Shoes 





“ELAM” 
FlexibleTurn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 
Boston Office, 183 Essex Street 











WHERE TO BUY 


Miscellaneous 





STUDY CHIROPODY 


Make $5, pee. to $15,000 a b a 
ie a Dector Fen] coivenety. 
Sela” at largest f 


of A x surgeons, chirop- 

— and. equipment. Feour- 

successful y Entrance requirements, 4 

dasoes sctle, a, oaralent Sat to cans ‘way 

» es 
studying. Write for catalog. Dept. B. 
ILLINOIS COLLEGE OF CHIROPODY 
1327 N. Clark Street, Chicago 

















ATLANTIC PRINTING CO. 
SEAVER-HOWLAND PRESS 


Producers of Distinctive Shoe 
Catalogues and Shoe Booklets 


470 Atlantic Avenue Boston, Mass. 
Telephone LIBerty 8673 

















Stage $5 Sales 


MINNEAPOLIS, MINN. (UTPS)— 
John W. Thomas & Co., Minneapolis, 
and Husch Bros., St. Paul, have just 
staged successful “Five Dollar Sales,” 
to be annual spring events. Each put 
on 40 styles in 1250 pairs of regular 
$6.50 and $8.50- lines at $5. hese 
are to be monthly cleanups. 





Stephens Back from Trip 


NEW YorK—H. V. Stephens and B. 
Shinkle, of Johnson, Stephens & Shinkle 
Shoe Company, shoe manufacturers of 
St. Louis, reached New York with their 
wives, from a trip to Europe, on the 





S. S. Berengaria, May 13. While in 
Europe they visited the style centers 
and picked up considerable fashion in- 
formation which undoubtedly will be 
incorporated in the company’s line for 
next season. Mr. Stephens expressed 
himself as well satisfied with the trip. 


Customers Help 
Get Proper Fit 


(CONTINUED FROM PAGE 31) 


because of the fitting qualities under 
her arch and the combination last 
which fits her heel snugly. 

“The remarkable features of the 
Tred-Print idea, we believe, is that it 
gives the clerk an idea of the bearing 
points on the sole of the foot. It also 
brings out the difference in the length 
of the toes on the right foot compared 
to those on the left foot, which is al- 
most unbelievable unless you have a 
photograph of the feet together, as 
taken by the Tred-Print Chart. In ad- 
dition to this, the Tred-Print shows 
cases of weak arches, deformed toes, 
metatarsal troubles and actually ac- 
centuates the weaknesses of the feet. 
The idea of the Tred-Print Chart is to 
have both feet on the same piece cf 
paper so as to make a comparison. 








Shoes Versus Everything 


(CONTINUED FROM PAGE 21) 


for a fair share of the consumer’s dol- 
lar. They have been fighting among 
themselves for whatever part of that 
dollar may happen to be spent on 
shoes, depending upon the whim of the 
buyer. 

If it is recognized that each shoe 
merchant is competing with each jew- 
eler, with each hardware merchant and 
so on, can anything be done to make 
the shoe merchants’ part in this com- 
petition active rather ‘than passive? 
The answer is, of course, in the affirm- 
ative. Merchants can definitely work 
to create a greater shoe “consciousness” 
(academic and distasteful though the 
word may be) in the minds of both men 
and women, although the greater effort 
must be centered on the former. 

If the dress of the average man is 
lacking in any respect, it is generally 
in his footwear. Shoes are the last 
thing he will buy when he is pinched 
for money. The same pair of shoes is 
good for all occasions. Hats, ties or 
suit may have to be up to snuff but “oh, 
well, I can get a lot more wear out of 
these shoes.” And so it goes! 

This is the condition which the mer- 
chants must attempt to alter. Every 
merchant can devote some of his ad- 
vertising copy to the selling of all 
shoes, not merely the shoes in his store. 
He can arouse some pride in the reader 
as regards shoes and get him in the 
habit of paying some attention to the 
appearance of his footwear. 

A step further would be the coopera- 
tion of all the retailers in a town or 
city for the purpose of buying space 
in the local papers and advertising 
shoes. Certainly the per dealer cost of 
such advertising would be low, espe- 
cially considering the potentiality of 
the plan. 

At the present time, with the differ- 
ent story each store is telling about its 
particular stock, it is small wonder that 





the reader cannot become aroused over 
shoe styles and shoes in general. One 
store claims it has the best last in the 
city, while a competitor makes the same 
claim about a somewhat different last. 
One store claims that this color or 
shade is going to be all the rage, while 
another will back a different color or 
shade. A little cooperation would help 
to minimize this confusion. Naturally 
it is absurd to think of all stores stock- 
ing exactly the same style and quality 
of shoes, but there is enough common 
ground upon which they can all stand. 
Individual stores could deviate from 
this common ground to any extent they 
saw fit. 

Let the group advertising constantly 
remind the shoe buyers of the impor- 
tance of footwear in making a good 
appearance. Let it remind the reader 
in like manner of the importance of 
proper footwear as regards health or 
comfort. Let it say that heels will be 
lower, that toes will be broader, that 
patent leather is in vogue or that 
blond and rose blush are the colors. 
Let it educate the male in like manner. 
Then let the individual store adhere 
to these specifications as much or as 
little as it sees fit. The reader of such 
advertising, provided it is well done, 
will probably follow the specifications 
fairly closely. He or she will welcome 
a little information that will help them 
in purchasing wisely. They will be- 
come more interested in shoes. 

It would seem, then, that cooperative 
advertising, both national and _ local, 
has a real mission to perform. Imme- 
diate results would not be forthcoming 
— it’s a long time proposition. Further- 
more, such an advertising plan _ will 
have to be carefully studied and ana- 
lyzed before being actually put to work. 
But this study and analysis should 
prove well worth the bother. The new 
competition is here to stay. 
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THE ECONOMY INSOLE 














THE ECONOMY INSOLE 
LIP SETTING MACHINE 


HIS machine raises 

the lips and presses 
them firmly together 
until they adhere. 


A good grade of canvas, 
coated on one side with a 
reliable adhesive, which 
has been slightly heated, is 
then fitted to the flesh side 
of the sole, in the channel 
and against the rib, pre- 
paratory to the Reinforcing 


Operation. 





A Solid Leather Insole, 
Reinforced With Can- 
vas, On and Around 
Which the Majority of 
GOODYEAR WELT SHOES 


Are Built 


After channeling, 

the next two opera- 

tions of Lip Cementing 

and Lip Setting on the Econ- 

omy Insole are preparatory, 

but very necessary to the final 
reinforcing operation. 


OO. 3 


Of a Series 





THE ECONOMY INSOLE 
LIP CEMENTING 
MACHINE—MODEL B 


HIS = machine 
spreads a rubber ce- 
ment on the inside 
of the channel 
lips. It is built 
either for factory 


or motor drive. 


Get in touch with the nearest 
branch for further particulars 


—— 


oS SS 8 SSS SES SESE SISSESSSSESSSSESSESSESSSSSSESESESEEEEEEEEESSSSSSeEsaseseSsSeEeseeee eee 














| United Shoe Machinery Corporation 
BOSTON, MASSACHUSETTS 


Sow Vork, 84, Y. . 2.0000 .37 
Philadelphia, Pa. ........221 North 13th 





lohnson City, N. Y.......-.-.- 276 Main Warren 
ot itendeeneceesides 306 Broad 
larlboro, Mass. a cebiin celia 11 Florence ster, N.Y. RPT, 


EE SS SE 1423 Olive 


“Se 
San Francisco, Cal........... 859 Mission 
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IMPORTED ENGLISH 


FIELD BOOTS 


some new numbers of 
“Plite” Buckles | IN STOCK 


for There is a_ profitable 
market for this fine 
boot. 


Footwear s297 
Size %4 Inch It is British made. Full 


elise a. Convex Pattern 
leather lined with stout 


first quality double sole 
and are easy fitting and 
of distinguished style. 














1972% 
Size % Inch 


Straight Pattern EE YE No. B-2780 
3294 $13.00 Per Pair 


3293 
Size 5/16 Inch Size 5/16 Inch 
Concave Pattern —H Convex Pattern 


COLT CROMWELL 
CO., INC. 


Straight” Pattern Basa a 7 7 
“ash : : K, N. Y. 
Manufacturers are invited to write us direct ini 
for free samples. ot i ae 


glish KEield and 
Riding Boots and 


NORTH & JUDD MFG. CO. aes cae 


make of put- 


NEW BRITAIN, CONN. on. 
X-964 
































BIG TOWN BOWS Thrifty 


SELLING FAST 
Travelers 


invariably select the Hotel Martinique 
as their headquarters in 


New York 


There’s good reasons for it. This pop- 
ular hotel offers to every guest the 


Comfort 


DOP Te POG. 6. occ ccccccccccccccccccecvcses $5.00 Per Dozen 
Assorted Leathers 5.50 Per Dozen of home—splendid food at reasonable 
This fast selling novelty, made from a choice rey ag a pei gre! yo 
° , . e o erie e 

assortment of the spring season’s choicest leathers, covtion, Bt ell te Gur 


is uniformly fitted in two-tone effects ; sells readily 
at one dollar per pair. Pleasure 


Newest Styles of Bows 
, as well as yours to welcome you and 


Sport Bows No. 66, per dozen pairs 
gg hy BR : prove that you can live right at the 
Assorted colors, per dozen pairs . right price while in New York. 


With clamps attached, per dozen pairs - A. E. SINGLETON, Sion Mgr. 


We Manufacture a Varietv “ . ~ 
er OZ. airs . 
00 to “The BEST without extravagance” 


ay 2 —- “-s : Sore} 
rge on: uckles . o 18. 

1 — a .60 to 4.80 

EE ' HOTEL MARTINIQUE 
Black "Gatin Drilled Back Folded Instep Straps. . " 

Quality Merchandise at a Moderate Price A filiated with Hotel McAlpin 


Manolis Manufacturing * BROADWAY, 32nd to 33rd STS. 
(Formerly Ideal Mfg. Co.) NEW YORK 


4248 No. Crawford Ave., Chicago, IIl 
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The Most Simple and Accurate 
Recorder Stock Record 


RECORDER STOCK RECORD SYSTEM . One hour 4 week 
erento Re ESE : keeps your records 
complete. 


RECORDER STOCK RECORD SYSTEM 


: Every sale and 


Leather 


purchase recorded. 


Visible daily turn 


over and sales re- 


port. 


PEW IIE OME 


$550 


postage paid; sent 


aoe 


on receipt of your 


check. 











PEO IEEE EDO EO OE VE 


Send for your 
copy today before 


supply is ex- 
hausted. 


WESTERN SERVICE DEPARTMENT 


Boot AND SHOE RECORDER 


189 West Madison St. Chicago, IIl. 
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Otherwise insertion will be put over to the following week’s issue. 


7c per word. Minimum Charge $1.25 








Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy: must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 


POSITIONS WANTED When advertisers desire answers to come in our care 
4c per word. Minimum Charge 75c. twelve words must be allowed for address. When ad- 
LINES WANTED ue vertisers desire replies forwarded direct to their address 
4c per word. Minimum Charge 75c. each word of their address must be counted in the ad- 
ALL OTHERS vertisement and paid for accordingly. 


ALL DISPLAY SPACE Payment in advance is required, except when regular 
Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. 




















SALESMEN WANTED SALESMEN WANTED 


SALESMEN WANTED 








cela ia tian tiara aiatins | 


“Are You the Right 
Man” 


Mid-West factory with city shoe- 
making, making both a full line of 
women’s novelty welts and an arch 
feature line, newly organized to 
carry shoes in a specialty way to 
large centers, needs a man for mid- 
dle section of the country who has 
the entree to large retailers. Must 
be experienced in selling shoes. An 
unusual future for the right man. 
Write details of experience and ref- 
erences. Address C-811, care Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 


SALESMEN WANTED 


Real live-wire shoe salesmen with 
an established trade in the follow- 
ing States: Arkansas, Colorado, 
Georgia, Indiana, Iowa, Louisiana, 
Utah, Minnesota, Montana, North 
Dakota, Ohio, Texas. A complete 
line of women’s medium-priced 
real hot novelties all in stock. Ref- 
erences must accompany applica- 
tions. Liberal commission, and 
wonderful opportunity for right 
men. 


Address Key No. C-798, care Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 


i i ei die i ee a sities | 


" 


ee so ms 


FP Fe oP OF Oe er ee 








Specialty Salesman 


with sustaining non-competitive 
line, can secure States of Kentucky 
and Arkansas for sale of the J. K. 
Orr Matchless $5 Men’s Calf Shoe, 
one tray twelve styles, obvious 
quality. Sells on sight and insures 
repeats. In Stock Department 
makes possible monthly turn over. 
Strictly commission basis. Give 
full references and record with first 
correspondence. 


Edgewood Shoe Factories 
Atlanta 





C factur 


South St 


ANTI 


ences mt 
will not 
SHOE 

Louis, M 


P 


HOE 

fourtee 
stores, op 
of chain 
shoes. I 
but conte: 
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Address | 
207 Sout! 


——_— 


HOE 
age, f 
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result-pro 
tant, but 
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a Gen Guam tenn Stitchdown Salesman for 
We want salesmen with an established follow- 


Michigan 

ing in Pennsylvania, New Jersey, Delaware, 

Maryland, Virginia, West Virginia and Ohio Line well and favorably known in this 
to carry our line of Men’s Stitchdown Romeos State. Long lists of accounts. Write full 
and Oxfords. Goods carried on floor. Good information to C-829, care Boot and 
Gonteney % om mene — = i ion + Shoe Recorder, 207 South St., 

-826, al oe Recorder, le 

South Street, Boston, Mass. Sestem, ase 





Limited territory available for a 
few high grade bondable salesmen calling 
on the retail shoe trade. Side line. No 
samples. No competition. No interfer- 
ence. with present work. In own hand- 
writing state age, experience, present con- 
nection and territory you are now cover- 
ing. Address C-S36, care Boot 
and Shoe Recorder, 207 South 
St., Boston, Mass. 























SALESMEN WANTED 


Salesmen v anted The manufacturers of a popular line of 
BRANDED sstitchdowns, popular priced 
Men who have established trade and IN STOCK and backed by direct to 
and would like a popular priced dealer advertising. territory 


’ ’ in New York, New Jersey, Kentucky, 
line of Men's and Boys’ Oxfords Tennessee, Texas, Washington, Montana, 


and Shoes. No objection to non- 
Idaho, Colorado, Arizona, New Mexico, 
conflicting side line. ee ~~ a - Greatest 7% 
commission, an no objection to a non- 
ieete (etme conflicting line. Address C-802, care 
Boot and Shoe Recorder, 239 W. 
Missouri Georgia 39th St., New York, N. ¥ 
No. Texas Kentucky re eee ee 























Write now! Fall samples ready : 
May 25th. Application held strictly A 
confidential. Address C-823, care WANTED—Salesman with established trade 
Boot and Shoe Recorder, 207 South to represent us in each of following terri- 
St., Boston, Mass. tories: Alabama, Colorado, Iowa and Nebraska, 
Michigan, Pennsylvania, Washington and Ore- 
gon. Line consists of fast selling women’s 
novelty McKays, priced at $3.50 to $4.85. Lib- 
eral commissions and wonderful proposition for 


RARE OPPORTUNITY—We are changing Ce eee Se ee Se ae 
esentati i i ; company application, otherwise will not 
whi ee ane eet bled eden en = considered." SHU-STILES, Inc., 1330 Wash- 

ersey, Minnesota, North and South Dakota. ington Ave., St. Louis, Mo. 
— men to ny yl my Pay my leather 
use slippers as side line. ust live on ter- i 
ritory and cover same close by auto. Give full = poy < wll mr oy A of 
rticulars in first letter. No drawing account. medium priced men’s welts. Give full details 
ly settlements against orders received. in first Testee—e0 ecially references. 
Twenty men now successfully selling line. PIEKENBROCK r SONS COMPANY, Du- 
Easiest selling commodity in shoe game today. toaue. lows ie 
MAID-RITE CORP. (Manufacturers), 35 ne 3 
Wore St., Brockiyn, New York. ALESMAN for MAINE, NEW. HAMP- 
SHIRE and VERMONT. One of the most 
SALESMAN for Towa and Nebraska. Line popular lines of Children’s Shoes is open for a 
of children’s and Misses’ Kesco Turns and real salesman, one residing in the territory pre- 
Stitchdowns: commission basis. Address THE ferred. May be carried as side line. Address 
KEPNER-SCOTT SHOE CO., Orwigsburg, C-825, care Boot and Shoe Recorder, 207 South 
Pa. St., Boston, Mass. 























Wis., Minn., Conn., Mass., Fla., 
Gulf, Mich., Ill., Kans., Neb., 
la., Mo., Ark., Wyo., Colo., N. M. 

Beautiful fast repeating side line infants’ 
flexible turns. 28 numbers—all in stock—no 
unpacking—instant display on opening case. 
Straight 7% commission. References first letter. 


SCHUYLKILL SHOE CO. 
Orwigsburg, Pa. 




















ERRITORIES of Kansas-Mississippi and 
Tennessee-Pennsylvania-Indiana, available to 
first class wholesale shoe salesmen with recoris. 
To such we offer a real opportunity to build 
trade on a line that has real trade building 
qualities. Strong proposition offered by well 
known shoe manufacturer. Address C-810, care 
ae and Shoe Recorder, 207 South St., Boston, 
ass. 





SALESMAN WANTED—Man to carry a 
very snappy line of low priced ladies’ nov- 
elty shoes as side line. Up to the minute pat- 
terns and very attractive ye. Strictly 5 
cent commissions. erritory—Virginia, 
a FS Michigan, Indiana, Illinois and 
Southern States. Address C-791, care Boot 
qe Shoe Recorder, 207 South St., Boston 
Jass. 


XPERIFNCED SHOE SALESMEN 

WANTED, to sell manvfacturer’s line of 
medium priced Infants’, Children’s and Misses 
Turns and Goodyear Welts. All shoes are 
made of good materials in order to give tlie 
best of service, and the line is composed of the 
latest novelties in Children’s shoes, both 
leathers and patterns. Can be sold with non- 
conflicting line. Commission only, and refer- 
ences required with first letter. Any territory 
where we are not represented at presert. 
ROHRER & COMPANY, Orwigsburg, Pa. 








C-837, 
South St. 
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SALESMEN WANTED 





ANTED experienced salesman who is will- 
ing to back his selling ability against the fu- 
ture of one of Milwaukee’s fastest selling lines 
of Men’s and Boys’ medium priced Dress Shoes, 
including our special feature py Sox-Kwilted 
Cushions-Arch Support and Indus 
Two Middle West territories available. 
MAYER SHOE COMPANY 
CHICAGO resident salesman for a manu- 
facturer’s complete line of felt, leather and 
satin slippers on commission basis; to be car- 
ried as a straight or side line. We have es- 
tablished trade and this is an unusual opportu- 
nity. Give full particulars in first letter. Ad- 
dress C-824, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 

























WANTED—Salesman with established trade 
to represent us in Mississippi and Tennes- 
see, and one for Ohio. Line consists of fast 
selling women’s novelty McKays, priced at 
$2.85. Liberal commissions and wonderful 
proposition for men of proven ability. Refer- 
ences must accompany application, otherwise 
will not be considered. Address SPECIAL 
SHOE CO., 1332 Washington Ave., St. 
Louis, Mo. 














I} Wt 















POSITION WANTED* 








-<o 


GHOE MAN, thirty-three years old, with 
fourteen years’ experience in opening new 
stores, operating and supervising the operation 
of chain shoe stores selling men’s and women’s 
shoes. I am at present employed in this work, 
but contemplate a change, Will be glad to get 
in touch with firms considering opening stores. 
Address C-838, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


naa. 


oe” 


od. 





HOE BUYER—Am twenty-nine years of 

age, possessed of health, enthusiasm, and 
ability to originate, develop and maintain a 
result-producing department. Salary is impor- 
tant, but allowance will be made for a real, 
live opportunity for future growth, where ad- 
vancement is determined by ability. Address 
C-837, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 
















OUNG married man, having reached the limit 
in present position, wishes situation as buyer 
and manager for shoe store or department. In 
shoe business nineteen years and has first class 
record and can furnish A-1 references. Loca- 
tion in Middle West preferred, but not essen- 
tial. Address C-822, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 

















A SUCCESSFUL manager and buyer for fif- 
teen years, now employed, wants to make 
change. Have managed and bought for de- 

rtments and exclusive stores of Ladies’ 

isses’, Children’s, Men’s and Boys’ footwear of 
all grades. Can merchandise stocks to get 
turnovers and make net profits. execu- 
tors and advertisers. Know all shoe markets 
as to quality and re shoes they produce. 
References furnished from all past employers. 
Eight years with one firm. Address C-820, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 


aoe 5 Cusitti | © 
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FOR SALE 

















ing 

vell 

are 

‘on, FOR SALE—FEstablished Family Shoe Store, 

3 years’ lease, splendid Co. location, rea- 

_ sonable rent, clean stock. Reduce stock to suit 

a buyer. Denver, Colo. Address C-830, care 

ove Boot and Shoe Recorder, 207 South St., Bos- 

vat: ton, Mass. 

5 

~ LEVELAND, OHIO—For Sale, Hi-Grade 

in “ Shoe Store. Excellent location. Only one 

oot in rapidly growing, neighborhood. Must sell 

mn, account illness. onderful opportunity. Ad- 
dress C-821, care Boot and Shoe Recorder, 

N 207 South St., Boston, Mass. 

~ FOR RENT 

he 

th 

n- OR RENT—Shoe department space on main 

er: floor, available July Ist, in a 100% location, 

ry arcade front, island displays. Concern estab- 


lished fifteen years now enlarging store. Write 
ROY GLASS, care GLASS’ SMART SHOP, 
117-121 East Second St., Muscatine, Iowa. 















HELP WANTED 


LINE WANTED 





MANAGERS WANTED 


We want men now employed in the shoe 
business or with past experience in this 
line not over 30 years of age who would 
like to with a fast growing organi- 
zation operating chain shoe stores in the 
smaller towns thruout the Middle West. To 
men that qualify and are not afraid of hard 
work we have a good proposition to offer 
with unlimited future to those that succeed. 

nly men who can furnish the best of refer- 
ences need apply and would prefer men 
now located in shoe stores or shoe depart- 
ments in the smaller towns of the Middle 


est. 
In reply give age, references and past his- 
tory. 


L. R. LEPIRD & CO. 
Kendallville, Ind. 





W ANTED— Manager to take full charge of 
New Department Store with Basement to 
be opened soon. _ Located in a thriving and 
growing town in New York State, carrying a 
line of et wl priced merchandise. Must be 
a good Window Trimmer, a Live Wire as a 
Business Getter and thoroughly experienced in 
knowing Merchandise. Must be willing to 
work hard. Inquiries held strictly confidential. 
A good future offered with an interest in the 


business. State qualifications, experience and 
references in the first letter. Married man 
preferred. Address C-834, care Boot and 


Shoe Recorder, 207 South St., Boston, Mass. 







A POPULAR priced women’s McKay line for 
Metropolitan district of Greater New York. 
Had charge of four men in this territory. We 
shipped $400,000 in one year, and this was vir- 
gin territory. Had to pass credits, consequent- 
ly know who is who. Address C-835, care Boot 
all Shoe Recorder, 239 W. 39th St., New 
ork. 





WANTED. for Illinois, a good line of me- 

dium priced shoes by an experienced shoe 
man. Can furnish references. Address C-831, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





Wanted to Buy! 


Job Lots of style shoes for women. 
If you have cancellations discon- 
tinued stock lines, rejection or 
other floor goods that you WILL 
sell at low prices, send samples 
at once tagged with sizes and low- 
est net price to: 


Shuman & Noshay 
130 Webster Ave. 
Rochester, N. Y. 














ANAGER WANTED ffor retail store in 

New York, accustomed to handle high class 
trade and manage men on floor. Address C-832, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 











Managers Wanted 
























Progressive Chain Organization in 
its plan of expansion needs respon- 
sible experienced shoe men. 





















This Means Advancement 


To men who can successfully man- 
age departments, specializing in 
Ladies’ Popular Priced Novelty 
Shoes. 





















Only men of experience and proven 
ability need apply. 


JOHN S. WILKERSON 


1224 Washington Ave. 
St. Louis, Missouri 



































LINE WANTED 








FOR LEASE 


















SWEET SIXTEEN SHOP 
37 John R. Street, DETROIT 


Offers for lease to reputable shoe mer- 
chant of good financial standing newly 
created and fixtured Shoe Department for 
$6 and $10 shoes, minimum guarantee 
basis, occupancy July Ist. 











ASEMENT Shoe Dept. for lease in active 

store, town of 25,000, 25 miles from Bos- 
ton. Satisfactory terms can be arranged. Re- 
sponsible parties only. Address C-833, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 












WANTED TO PURCHASE 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. Corres- 
pond confidential. Established 1890. 


MAX GLAUBERG 


436 Grand Street, New York City 


We also purchase clothing, hats, furnish 
goods, etc. Dry Dock 0385: 











LINE of fast pattern Novelty Shoes Wanted 
(St. Louis preferred) for North Carolina, 
South Carolina, Georgia and Florida. Travel- 
ing this territory ten years and_have good fol- 
lowing. Address C-828, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


ME: SHOE MANUFACTURER—If you are 
willing to put your shoes out to be re- 
tailed on a commission proposition, I am will- 
ing to foot the expense of store building, fix- 
tures, etc. I want a full line of shoes at a 
popular price, not over $4.00. I have seven 
years’ Chain Store Management experience. 
Can give bond and references. Let me know 
what you have to offer. Address C-827, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 


ANTED for N. Y. City, New Jersey, an 

outstanding line of men’s, boys’ work and 
dress shoes by live wire representative with 
car; good following; straight commission; 
finest references. Address C-819, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N. ¥. 
Phone Spring 1443 











Sell Us Your Left Over 


New Yors Export Purcuasine Coapr. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 
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STORE SUPPLIES 


GLASS EYES 

















GLASS EYES 
For Bunny - Kitten, 
Children and 
ether decorative pur- 
poses. 


G. SCHOEPFER 
16-18 W. 36th St. 


Bunny Eyes NEW YORK 











EMPLOYMENT SERVICE 











PETERS 
31 State St., 


= te employers without charge! 
EMPLOYMENT SERVICE 





Boston, Mass. 
2870 











STORE SUPPLIES 





MERCHANT NEEDS 




















Catalog 
Shoe 
Window 


Display 
Fixtures 























Milbradt 
Ladders 


made for 40 years 
i by the original in- 
ventors. 


Made in all styles 
to suit any shelving 
condition. 


a Get our price before 
placing your order 
Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 

















Check the One You 


ONKEN Want 
ur new 


erie catalogs 
We want your busi- 





Ist. Check the one 
you want. 


2nd. Pin to your let- 
terhead, 

3rd. And mail at 
once to— 


The Oscar Onken Co. 











611 West 4th St., Cincinnati, 0. 


SEGALLE SONS 





| ARE BUSINESS GETTERS 





and 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


Tats eR 


2©3-271 LEXINGTON AVE , BRODKLYN. NY 


AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 














933 ARCH ST. 
PHILADELPHIA, PA. 












SEND FOR CATALOG 
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The DISTINCTIVE arid 


PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


QW 34 7T/ST. NY.C 
WISCONSIN &I1320 











PRESERVO 


prevents patent leather 
“‘cumbacks.” 
ASK YOUR JOBBER 
$1.75 dozen. $20 gross 
Preservo Polish Company 


1220 West 24th Street 
Kansas City, Missouri 
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Recorder Ads 
Attract 
Good 
Men 


Edgewood Shoe Factories of 
Atlanta, Ga., write us as fol- 
lows: “Our last ad (in the 
Boot and Shoe Recorder) for 
national salesmen brought us 
the most representative applica- 
tions we have ever received. 
From them we have practically 
filled our requirements.” 


Recorder Classified Advs. Carry 
Far and Hit Hard! 








tan 


Ev 


Lar 

































} VEE een § 





May 21, 1927 





BOOT AND SHOE RECORDER 

















Just Completed, and the Outstanding 
Success of the City 


The Belvedere Hotel 





‘BLANCO Tie 


READY 
48th Street, West of Broadway for the 
SUMMER 


Times Square’s Finest Hotel 


Within convenient walking distance to impor- 
tant business centers and theatres. Ideal transit 
facilities 
450 Rooms 450 Baths 


Every Room an Outside Room—with Two Large 
Windows 


Large Single Rooms Size 11’ 6” x 20’ with bath, 


$4.00 per day the Pioneer 
For Two, $5.00—Twin Beds, $6.00 ; ae Py fee oa 
Large Double Rooms, Twin Beds, Bath, - a prea 
$6.00 per da eo. F— 
aa a No. 95—WEB (SAGE-GREEN) 
pea Wee sees No. 96—KHAKI 
Furnished or ere See ee serving IN STOCK—ALUMINUM BOXED 
pantries, $95 to $150 per Mont AND REFILLS 
Moderately Priced Restaurant featuring a peeriess cuisine ‘i . 
Illustrated booklet free on request Laing, Harrar & Chamberlin 


43 N. 3rd St., Philadelphia 


CURTIS A. HALE, Managing Director SOLE DISTRIBUTORS FOR U. S. A. 
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A Boudoir Buy Henry Lilly Company 

— — — = 7 ~ @ SHOE AUCTIONEERS AND 
ee ee COMMISSION MERCHANTS 


the sensible, everyday slipper which we 


carry in-stock = gerne delivery. NOW AT 
In black or colored kid. 
With leather or rubber heels. 110 DUANE STREET 


Try your jobber first—and 


if he cannot supply you— NEW YORK, N. Y. 


write us. 


IN 
















ray heegevoel Deliveries At Once Trade Sales 
EVERY WEDNESDAY and FRIDAY 
LONG ESTABLISHED 
A. W. GREELEY PROMPT AND RELIABLE SERVICE 
M12 Duncan Street - - - Haverhill, Mass. arg CONSIGNMENTS MAY BE SENT AT ANY TIME 
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“The Place to Sell Hosiery Is the Shoe Store” 


THREE YEARS AGO “HOSIERY” started to preach that text to an audience of over 10,000 
attentive merchants. 


The sown seed is growing with amazing rapidity. All over the country shoe merchants are 
putting in hosiery departments. Each month the idea grows bigger. 


So we say to you—the place to sell hosiery easily is to the shoe merchant. 


The Boot and Shoe Recorder, through this Hosiery section, offers a direct approach to the most 
responsive group of hosiery buyers in the country. 


BOOT AND SHOE RECORDER PUBLISHING COMPANY 
BOSTON, MASS. 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 
for the right purpose, to the right wearer, in the right fitting, for the 
right price, at the right profit. This is the great problem of the retail 
The chief purpose of Tue Boot anv SHoE RecorRvER 


shoe merchants. 


is to help solve it; for this is the basic problem upon which depends 
the progress of the entire allied industreis relating to shoes and leather, 


their production and distribution. 


In this Issue— 


SHOES VERSUS EVERYTHING 
The New Competition. 


STRAPS WILL GROW BROADER....... 


GUNMETAL AND SHADOW HOSE..... 
Stockings Influence Shoes. 


THE VOICE OF THE RECORDER...... 


CARRYING STYLE PROGRAM INTO EF- 
FECT 


er 


PROFITABLE MERCHANDISING 
How to Harness Style Changes. 


O. P. I. (OTHER PEOPLE’s IDEAS)... 
More Money Making Methods. 


CLoTH Top: BooTs FoR MEN.. 


CUSTOMERS HELP GET PROPER FIT.. 
Charting the Foot. 


Wuat Is SELLING AT RETAIL.. 
A Country-wide Survey of Fast 
Moving Styles. 


WHo’s WHO ON THE ROAD......... 
News of the Travelers. 


SHOE MERCHANTS NEWS . 


SHOE MARKET NEWS ae 


eee eee wees 


OTHER REGULAR FEATURES. 


By Albert W. Fry 


The Fall Style Trend 
The New Smart Effect.. 


Opinions of the Editor 


By Harry R. Terhune 


A Chicago Idea 
Photographing Soles ... 


By Helen M. Haney 


Among the Retailers 


BOOT AND SHOE RECORDER 


The Brooklyn Show ......... 
By J. Rosenberg 


By Recorder Correspondents . 





GETTING MORE 


SHOES SOLD RIGHT 





THE BOOT AND SHOE RECORDER PUBLISHING Co. 
207 SouTH STREET, BOSTON, MASs. 


EVERIT B. TERHUNE, President 


WILLIAM M. LEBRECHT 
Treasurer 
H. WALTER SCOTT 
Vice-President 


GEORGE W. 


ARTHUR D. ANDERSON 
Secretary 


Directors of the co 
the above-named o 


CHARLES 


cers, 
A. c, PEARSON #. 
OweEN A. “Tuomas 





age: 
are as follows: 


R. D. NorTHROP 


in addition 


R. 
Vice-President 


B. C. BOWEN 
Vice-President 


to 
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. 89 
What Manufacturers Are Doing 


HILL 


M. BowzENn 
P. M. FAHRENDORF 
























































includes postage in the United States, its 


SUBSCRIPTION RATES 


The subscription price of the Boor anp SHos Recorpsr is $3.00 for one year in advance, which 
ions, Canada, Mexico, Spain and its colonies 





possess: 
and South America (excepting Venezuela and the Guianas, which is $6.00). 


FORBIGN SUBSCRIPTION—The price to all foreign ——— except the above is $6.00 per 


year including posta: 
All subscriptions are payable in advance. Single copies 25 cents. 


When writing about changes of address, please give us the old as ae — new address, 


and please give us three weeks’ notice before the change is 











‘or change of address must reach us at least thirty days before the date of 
Duplicate copies cannot be sent to replace those 


A request fi 

with which tt is to ta Eig 

through fatlure to send advance notice, With 
the old one, inclosing if possible your ad 


dress 


new addrese 
label from a 


be sure 


dssue 
undelivered 
to send us 











Entered as second-class matter Sept. 19, 1925, at the A aaa at New York, N. Y., under the Act of 


Mareh 3 


Member of the Audit Bureau of Circulations 


Member, 





Associated Business Papers, Inc. 
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New York Export Purchasing Corp., New 
York City 


Peters Employment Service, Boston 
Seaver-Howland Press, Boston 


Tolman Print, Brockton, Mass 





BOOT AND SHOE RECORDER 87 


Next Week 


you will find 


in the 


Boot and Shoe 
Recorder 


HE well dressed man and his 

shoes come into the limelight in 
next week’s issue, and one of the 
leading clothing men of the country 
explains why men’s attire is “up- 
ward bound.” This year gives prom- 
ise of being a men’s shoe year, and 
we show why and HOW! 


RIGHTEN up—the decline in 

boys’ and children’s shoes is be- 
ing checked. Part of the decline in 
children’s shoes is directly attrib- 
utable to parental indifference as to 
shoe polishing. We tell how pride 
in personal appearance leads to ' 
more shoes and WHY! 


KEEP six honest serving men; 
They taught me all I knew; 
Their names are What and Why and 
When 
And How and Where and Who. 
—Kipling. 


All six will be on duty at the 
Brooklyn Shoe Style Show to reveal 
to an expectant shoe industry the 
progress of high style. 
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7753—Patent leather with red 
collar and black patent 
strips. 

7754—Patent leather with lily 

collar, red ki 

strips. 

7755—Patent leather with 
blue kid collar, white 
kid strips. 

7756—Patent leather with 
green kid collar, lily 
kid strips. 

7757—Patent vamp, red kid 
quarter, red and white 
gingham collar, black 
patent strips. 

7758—Patent vamp, mother of 
pearl patent quarter, 
red kid collar, black 
patent strips. 

7759—Parchment patent leath- 
er, green kid collar, 
parchment strips. 

(22/8 Spool Heels, all sizes) 
AA to © widths 


59 Lincoln St. 
Boston, Mass. 


135 Bush St. 
San Francisco, Cal. 


New in conception, new in artistry of design and colors 


—Here’s style, here’s Palm Beach, here’s Biarritz, here’s 


one of the smartest Regents in Rogers Brothers’ years 
of style leadership—Here are the lines, the class, the 
eye-appeal—Here’s a shoe so vividly good looking that 
it attracts youth of twenty-one to sixty-one everywhere. 


Here’s a matchless sales-stimulator—Sells with ease. 
Priced right. Just write, wire or phone for samples Now. 


« 
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7760—Parchment patent leat! 
er. red kid.collar, bla 
patent strips. 

7761—Red_ kid with bla 
patent collar, red k 
strips. 

7762—Red kid with wh 
kid collar, black pat 
strips. 


7763—Green kid with lily 
collar, white kid stri 

7764—Blue kid with bia 
patent collar, white 
strips. 

7766—White kid vamp, 
kid quarter, black | 
ent collar, white 
strips. 

7767—White kid with 
kid collar, black pat: 
strips. 

(22/8 Spool Heels, all siz 

AA to OC widths 


Manufacturers and 
Distributors of 
Ultra Smart 
Novelty Shoes 





